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We Stand Squarely Behind 
The American Agency System 


THE HOME OF NEW YORK RECOGNIZES the place that the local 
agent occupies in the business of insurance, the importance of his position as 
the medium of supplying the Companies’ protection to the public, and that the 
American Agency System is most practicable and serviceable. 


ACCORDINGLY THIS COMPANY FAVORS and practices co-opera- 
tion with agents and their associations, national and territorial, having for their 
object the preservation of the American Agency System and the maintenance 


of its broad, proper principles, and operating to prevent its overthrow or 
impairment. 
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Automobile (Complete Cover in Combination Policy), Earthquake, Explosion, Fire and 
Lightning, Flood, Hail, Marine (Inland and Ocean), Parcel Post, Profits and Commissions, 
Rain, Registered Mail, Rents, Rental Values, Riot and Civil Commotion, Sprinkler Leak- 
age, Tourists’ Baggage, Use and Occupancy, Windstorm. 
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“NO BETTER THAN SOME OTHERS 
BUT AS GOOD AS THE BEST”’ 


THE PHOENIX 
INSURANCE COMPANY 


EDWARD MILLIGAN, President 
GEORGE M. LOVEJOY, Vice-President 
JOHN B. KNOX, Secretary 


THOMAS C. TEMPLE, Secretary 
GEORGE C. LONG, JR., Secretary 


OF HARTFORD, CONNECTICUT 





CASH CAPITAL 
Net Surplus 





STATEMENT JANUARY 1, 1922 


$3,000,000.00 
.$9,424,685.67 
$24,014,028.33 
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HENRY P. WHITMAN, Ass’t Secy. 


FRED. C. GUSTETTER, —Ass’t Secy. 


EDWARD V. CHAPLIN, _Ass’t Secy. 
F. MINOT BLAKE, Ass’t Secy. 
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EDWARD MILLIGAN, President 
GEORGE M. LOVEJOY, Vice-President 
JOHN A. COSMUS, Vice-President and 


Secretary 


FRED W. BOWERS, Vice-President 





CASH CAPITAL 
Net Surplus 


& Assets 








STATEMENT JANUARY 1, 1922 

$1,000,000.00 
$3,588,189.90 
$12,421,017.66 





NMOOVM. 


GEO. C. LONG, JR., Secretary 
H. P. WHITMAN, Ass’t Secretary 
F. MINOT BLAKE, Ass’t Secretary 
EDWARD V. CHAPLIN, Ass’t Secretary 





EDWARD MILLIGAN, President 
JOHN B. KNOX, Vice-President 
GEORGE M. LOVEJOY, _Vice-Pres. 
SAMUEL G. HOWE, Secretary 
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Fire € Marine [nfurance (mpany 


PROVIDENCE, RI 





CASH CAPITAL 
Net Surplus 


STATEMENT JANUARY 1, 1922 


$1,000,000.00 
$1,288,711.93 
$3,477,728.73 





GEORGE C. LONG, JR., Secretary 
HENRY P. WHITMAN, Ass’t Secy. 
EDWARD V. CHAPLIN, Ass’t Secy. 
FRED. C. GUSTETTER, Ass’t Secy. 
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Cash Capital 
1829 


$1,000,000 





In. the Other Fellow’s Shoes 


AN APPRECIATION of the local agent’s prob- 
lems, of the situations he encounters in the daily 
conduct of his business, of the demands upon him 
for prompt and just settlement when a loss occurs, 
has always inspired The Franklin Fire Insurance 
Company in its more than ninety years of co-opera- 


tion with local agents in providing sound insurance 
protection to property owners. 


IT’S PUTTING OURSELVES into “the other 
fellow’s shoes” to get a better understanding of his 


viewpoint so as to more helpfully serve both agent 
and assured. 


Frasbilie Fire 


Insurance Company 
of Philadelphia 


ELBRIDGE G. SNOW, President 








Automobile, Earthauahe, Explosion, Fire and Lightning, Hail, Marine, Profits and 


Commissions, Rents, Rental Values, Registered Mail, Sprinkler Leakage, Tourists’ 
Baggage, Use and Occupancy, Windstorm. 
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“(YOU MAY DELAY, BUT TIME WILL NOT.’’—Benjamin Franklin 
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‘Annexes’ Big Topic at Hot Springs 


National Association of Insurance Agents Reelect James L. Case as 


R. Bell of Charleston W. Va., Head Executive Committee 
NEW OFFICERS ELECTED 


PRESIDENT 
James L. Case, Norwich, Conn. 


CHAIRMAN EXECUTIVE COMMITTEE 
Frank R. Bell, Charleston, W. Va. 


TERRITORIAL VICE-PRESIDENTS 
New England States—I. E. Lang, Waterville, Me. 
Middle Atlantic States—Frank L. Gardner, Poughkeepsie, N. Y. 
Southeastern States—Douglas Wherry, Richmond, Va. 
Southern States—H. H. Thornton, Pensacola, Fla. 
Great Lakes States—James M. Larmore, Anderson, Ind. 
North Central States—E. B. Dunning, Duluth, Minn. 
Missouri Valley States—Cliff C. Jones, Kansas City, Mo. 
Rocky Mountain States—David J. Main, Denver, Colo. 
Southwestern States—William F. Stahl, Tulsa, Okla. 
Pacific Coast States—Percy H. Goodwin, San Diego, Cal. 


President—F. 


Hot Fight on Annexes 


a 


OT SPRINGS, ARK., Oct. 6.— 
H Underwriters’ annexes came in for 


severe castigation at Wednesday 
afternoon’s session of the National As- 
sociation of Insurance Agents. Men on 
the floor were bold to advise throwing 
underwriters agencies out of local offices 
and refusing to represent them, some 
advocating harsh treatment of the parent 
company. Local agents are much 
aroused over the multiple agency prac- 
tice and declare the annex is a mere 
subterfuge to create more agencies. 
Most of the evils to which the business 
has fallen heir were traced to under- 
writers agencies. 








RED B. AYER of Cleveland said his 

office had cleaned house and _ will 
refuse to represent underwriters agen- 
cies. J. A. Giberson of Alton, Ill., made 
a similar statement. W. B. Housel of 
Birmingham, Ala., said the annexes are 
breeders of side liners and are forcing 
on the agents of parent companies 
insidious competition. He said com- 
panies in the craze for premiums are 
going to all extremes and are bringing 
into the field undesirable agents. A. H. 
Robinson of ‘Louisville, said the three 
big questions before the agents’ associa- 
tion today are sole agencies, removal of 
annexes and bank agencies. He offered 
a resolution calling on the new adminis- 
tration to pay particular attention to 
these subjects. 


J. FURMAN, of Greenville, S. C,, 
efeels that local boards with real 
courage can solve the annex problem. 
His local board has a committee to 
assist companies to get satisfactorily 
located but it will have nothing to do 
with annexes. R. M. Eacock, of Okla- 
homa City, said that agents cannot dis- 
criminate among annexes. All should 
be outlawed, in his opinion. Agent 
Henry of Cleveland advised an artillery 
attack on the parent company which is 
responsible for the underwriters agency. 
President James L. Case said he felt 
local boards with real fortitude could 
handle the question. A vote was taken 


which showed 50 percent now represent 
underwriters. 


HE discussion centered around the 

general subject, “Analysis of Rest- 
lessness.”’ Secretary W. H. Bennett, 
who arranged for this feature, said that 
there are many factors that are con- 
tributing to the state of disquietude in 
insurance, Frank L. Gardner, of 
Poughkeepsie, N. Y., said that the ques- 
tion of expenses is occupying much 
Space in the papers. It started about 
the time of the flurry of the Untermyer 
investigation. He wondered if much 








of this publicity as to acquisition ex- 
pense was not inspired. He said that 
people do not complain of the insur- 
ance premium if real service is given. 
He advised against being stampeded on 
the issue and advised deliberation. 


ACOB GELLERT of Pottsville, Pa., 
opened the discussion Thursday morn- 
ing on annexes and said that attempts 
to cure this practice by law had failed. 
He said that local agents in their several 
localities should be able to control the 





JAMES L. CASE, Norwich, Conn. 
President National Association of 
Insurance Agents 


situation. J. A. Viglini of Louisville said 
that in his opinion it will be impossible 
to cure the annex evil which he charac- 
terized as a cancer. He said however, 
that it can be relieved. He advocated the 
rule of confining companies to two agents 
in a locality that to include any annex. 
He said that every town however small 
should ‘organize a local board. 

R. M. Eacock of Oklahoma City said 


that the multiple agency practice is hitting 
the west greatly and the eastern agents 
(CONTINUED ON PAGE 52) 


WALTER H. BENNETT, New York 


Secretary National Association of 
Insurance Agents 





Substantial Pipi $ Shown 


OT SPRINGS, ARK., Oct. 6.— 
Hs. The National Association of In- 

surance Agents had no 
issues at this convention as 
in some recent years.“ 
pyrotechnics. There were no sizzling 
talks. Nevertheless there was every 
evidence of substantial progress along 
correct lines. - President James L. Case, 
fine New Engl ander, practical, solid 
and conservative, presided. He has not 
involved the association in broils but 
he has stood his ground where neces- 
sary. He has tried to avoid needless 
strife and has endeavored to cement 
cordial relations with other insurance 
bodies. Mr. Case’s administration has 
pulled the National Association out of 
a financial morass and has put it on a 
solid footing. His reelection to the 
chief executive’s position today brought 
satisfaction to the membership, who be- 
lieve that he will maintain harmony and 
will work out vexing questions in the 
best possible way. 





burning 
it has had 
There were no 


ENERAL regret is expressed in the 

retirement of A. G. Chapman as 
chairman of the executive committee. 
He is a vigorous, positive man, who has 
fought the battles of the agents vali- 
antly. All appreciate his invaluable, 
unselfish service. Mr. Chapman’s own 
business requires his attention. He feels 
he can make no further sacrifice. He 
has the good wishes of all. 

The election of Frank R. Bell of 
Charleston, W. Va., to succeed him as 
chairman of the executive committee, 
meets with general approval. Mr. Bell 
is a virile, active, broadminded man, 
who originated the graded dues system 
for membership in the state associa- 
tions that is now followed. He was 
president of the West Virginia Associa- 
tion in 1918, and re-elected in 1919. It 
was during his term as president that 
West Virginia put into effect the graded 
dues system. Mr. Bell has served on 
the national executive committee the 
last year. He is a member of the local 
agency of Patterson, Bell & Crane 
Company of Charleston. 


HE one outstanding feature of the 

convention was the strong sentiment 
against underwriters agencies and the 
multiple agency practice. The agents 
are greatly aroused over the increase of 
sideliners and incompetents, thus bring- 
ing into the field a horde of mere com- 
mission grabbers. The outspoken re- 
marks from reliable agents in all sec- 
tions show the desire to get the busi- 
ness into the hand of legitimate, capa- 
ble, whole-time local agents. Commis- 
sioner Whitman of Wisconsin voiced 
emphatic disapproval of the appoint- 
ment of ignorant and incompetent men 
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as agents. James L. Madden of the 
United States Chamber of Commerce 
declared that business men will demand 
as insurors those who know insurance 
and how to apply it intelligently. Alto- 
gether the keynote of this convention 
was higher quality and less quantity in 
the local agency ranks. 


le’ summing up the work of the year 
Secretary Walter H. Bennett must 
not be overlooked. He has been a solid 
rock, a man who has pursued a diplo- 
matic course and who has worked in 
the harness with all officers and com- 
mittee chairmen. The National Asso- 
ciation is stronger, bigger and more in- 
fluential today than ever. It has the 
confiderfce of the companies and insur- 
ance commissioners. 


T the Friday morning session of 

the National Association of Insur- 
ance agents, President James L. Case 
announced that a New Mexico associa- 
tion will be organized next week. 
Regional vice-president David J. Main 
will be present for the National Asso- 
ciation. President Case was instructed 
to send a message of greetings and 
invite it to affiliate with the National 
body. 

Some discussion arose as to non- 
resident broker laws which prevent local 
agents from paying commissions to 
such brokers. It seemed to be the con- 
census of opinion that such a law was 
a boomerang. Brokers use unadmitted 
companies. The agents feel that a for- 
eign broker license law is desirable so 
that a split in commissions can be 
made. Most agents feel a fifty-fifty 
division should be “made. 


LETTER was read from Manager 

C. H. Post of the Caledonian, ex- 
pressing sympathy with the bank 
agency rule of the National Association. 
Mr. Post’s letter told about his com- 
pany retiring from a bank agency at 
Harrisburg when the National Associa- 
tion took the matter up with him. He 
said the Liverpool and London and 
Globe had also retired from the bank 
agency, also in accord with the Na- 
tional Association policy. Mr. Post in 
his letter said the Yorkshire and Com- 
mercial Union are stil in the agency. 
The Niagara, he announced, had entered 
the agency since the two companies 
withdrew. A _ resolution was passed 
asking the National Association to send 
a wire of thanks to the Caledonian and 
Liverpool and ‘London and _ Globe. 
Many agents arose and said they would 
send a protest to the Niagara, Yorkshire 
and Commercial Union. Much feeling 
was aroused and sentiment prevailed 
that companies must stand for good 
practices all over the country. J. C. 
Roberts, of Harrisburg, IIl., expressed 
the appreciation of the service of the 
National Association in the controversy 
with the First Trust & Savings Bank, 
H. A. Murphy insurance manager, in 
his city. He said he felt that the action 
of the Association would cause the bank 
to retire from the insurance business. 


ACOB GELLERT of Pottsville, Pa., 

said he represented both the Niagara 
and Caledonian. He said on his return 
home he would write a letter of appre- 
ciation to Manager Post and also take 
up the matter with the Niagara vigor- 
ously. He said that when the National 
Association gave the word he would 
resign the Niagara. This brought 
President Case to his feet, who stated 
the National Association would never 
give the word to its members to resign 
any company. Members, he said, must 
act voluntarily on any quéstion and 
use their best judgment. President 
Case said he had resigned the National 
Ben Franklin since the Firemen’s of 
Newark purchased it. He said that 
either the Firemens or the National 
Association was wrong’ in the Bank 
controversy at Louisville. There can 
be no issue of that character remaining 
in an unsettled state. President Case 
said he believed the Firemens was wrong 
so he resigned its subsidiary. The 
conventioners gave a lusty demonstra- 
tion over this announcement. 
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RESOLUTIONS ADOPTED 


The National Association of Insurance Agents, in annual convention assembled, 
views with much satisfaction the record of another year’s work as set forth in the 
report of our executive officers, and recognizes the upbuilding influence of this 
work as a vital factor in the protection of our business. 

We appreciate with the grateful acknowledgment the splendid and beneficial 
accomplishment of President Case, the diligent and studious labors of Chairman 
Chapman and his associates on the executive committee, the efficient and effective 
work of Secretary-Treasurer Bennett, and the untiring and faithful efforts of the 
vice-president and committeemen all devoted to our common welfare. 

* * + 











The National Association has long been committed to the principle that what- 
ever tends toward understanding between the public and the companies and the 
agents must be redound to the betterment of the business as a whole. There is 
only one test to apply when considering the usefulness of any practice in the 
insurance businss: .Does it serve the public interest? 

Under this test we condemn the appointment of officials or employes of banks, 
financial concerns and mortgage or loaning institutions as agents of insurance 
companies. 

. . . 


We also condemn the practice of appointment of more than one man by a 
company for the same territory, or any attempt to disguise this abuse by the 
subterfuge of an underwriters annex. Thus far the agency force of the United 
States has been recruited from men incompetent technically or more anxious to 
gain commissions than to hold down the fire loss which the public must in the end 
pay. The situation is so menacing that this convention has requested the incom- 
ing executive committee to take steps in conference with the companies to 
eliminate these annexes. This is a gain, but the annex is only one element in the 
whole question of better company representation, and we ask the new administra- 
tion to procure in conjunction, if possible, with the insurance commissioners and 
the companies, a thorough survey of company representation so that the mid- 
winter conference may have the facts on which to act, 

* ¢ @ 


We appreciate the efforts of the companies who are striving to establish the 
principle of service to the public rather than reckless expansion of income, at the 
cost of conflict with the insurance commissioners, the public, other companies and 
the agents. The day has come when a company’s contribution to the welfare to 
the insurance business, not mere acquisition of business, shall be its claim to 
fame and favor. 

Committed to the principle of cooperation and always hopeful for a better 
understanding between agents and companies, this association urges upon ‘com- 
pany organizations the recognition of properly constituted and operated local 
boards. 

2 & aa 


We commend the efforts of the Chamber of Commerce of the United States 
in behalf of the commercial and industrial welfare of this country, and approve 
the work of the insurance department of the Chamber in furtherance of a better 
understanding of the business of insurance on the part of the public. As a con- 
stituent member, the National Association of Insurance Agents suggests to the 
various state and local organizations the advisability of membership in the 
Chamber of Commerce ef the United States, thereby lending their aid and support 
to a fair and unbiased presentation of our business to the public. We also urge 
that our individual members take an active part in the affairs of their respective 
local chambers of commerce or boards of trade. 

* ” . 


To those who have so freely contributed to the success of this convention in 
representing to us splendid and inspiring addresses, we express cordial thanks. 

The splendid and generous hospitality of our hosts commands the love and 
esteem of every one of us. Their untiring devotion to our comfort and convenience 
have been a source of great joy. To Ed. Allen, to Walter Dodson, to the members 
of the convention committees, and to our Arkansas members who have con- 
tributed so much to the success of this convention, we desire to pay a sincere 
tribute of heartfelt appreciation, 

We are not unmindful of our obligation to the business papers of insurance, 
and deeply appreciate the constant and loyal devotion to our cause of those who 
accurately reflect the news, ideas and opinions of this great business. 








E. CURRIER of Black Mountain, 


have the National Association meet 
eN. C., coming from a small town, 


there at any time. S. Newton of 
told what had been done in his com- Pinehurst, N. C., invited the Association 
munity along fire prevention lines. He to hold its mid-year conference in his 
has a choice sense of humor and in- city. 

jected into his talk a_ sprightliness 
which caused much laughter. Mr. 
Currier said he is a fire prevention bug, 
because it is a duty. He was given 
three rousing cheers at the close of his 
talk. Walker Taylor of Wilmington, 


ISS JULIA HINDMAN of Nash- 
ville, Tenn., secretary of the Ten- 
nessee association, spoke in favor of 
more education for local agents. She 
said a company had just licensed a de- 


N. C., told of Mr. Currier’s great work 
in the state in the way of fire preven- 


tion. T. A. Fleming of the National 
Board also spoke of Mr. Currier’s 
activity. President Case said the Na- 


tional Association has done more for 
fire prevention this year than ever. A 
deep sentiment has been created for 
fire prevention work. 

C. F. Hildreth read a memoir of J. A. 
Murphy, of Buffalo, one of the old time 
men of the National Association, greatly 
beloved, who recently died. Fred 
Guenther of Detroit, former National 
president, paid a tribute to the old 
guard and told some of his characteristic 
stories. The ex-presidents lunched to- 
gether at noon today. 


C. ROTH of Buffalo, former Na- 

* tional president, referred to the twe 
former conventions at Buffalo. He in- 
vited the Association to hold its next 
convention at Buffalo. J. A. Viglini of 
Louisville, president of the board there, 
said Louisville will always be glad to 


feated politician in her city, one who 
owed money everywhere, and who is 
trading insurance to pay his debts. Miss 
Julia deplores the incapable people who 
are being licensed by companies. 

Frank L. Gardner of Poughkeepsie, 
N. Y., said his state association was 
establishing “Read Your Policy” week 
in that commonwealth sc that policy- 
holders will know about policy condi- 
tions. George D. Markham of St. Louis, 
ex-president of the National body, in a 
talk said: “The organization is based 
only on the power of right. It is not 
compulsory but can only state a truth, 
and then let its members decide what 
they will do.” He called attention to 
the dangers of multiple agencies and 
large lines. He hopes for a return of 
sole agencies, which give an agent more 
responsibility and authority. Business 
is concentrated in a few large units. 
Tremendous liability is incurred far be- 
yond the companies’ ability to pay in 
case of a large conflagration. 


Ladies Well Entertaine) | 


There were 65 visiting ladies regis. 
tered at the convention. There were 
special features arranged by a com. 
mittee of Arkansas ladies, Mrs, J. W 
Dodson of Hot Springs, being ‘Chair. 
man. Wednesday morning there was 
an automobile ride. Luncheon was 
given at noon and a dance in the eve. 
ning. Thursday morning there was q 
card party and a tea dance Thursday 
afternoon. Friday afternoon there was 
a tea dance and in the evening there 
was also a dance. 

Following the adjournment of the 
business session Wednesday afternoon 
the entire party of men and women 
were taken on an auto ride over the 
city and through the mountain drives, 
The automobiles wédre furnished by Hot 
Springs people who contributed very 
largely to the entertainment of the 
visitors during the entire convention, 





Phoenix Assurance Headquarters ,, 


The Phoenix of England headquar- 
ters was one of the livest in the 
hotel. The people in charge were J, 
T. Taylor of New York, general agent 
of the southern department; E. F, ¢, 
Knowles of San Francisco, manager for 
the Pacific coast; W. L. Maillot of 
Chicago, assistant western manager; W, 
G. Falconer of New York, president 
Norwich Union Indemnity, and Alfonse 
Kennison of Galveston, Tex., general 
agent Norwich Union and Norwich 
Uniom Indemnity. Mr. Knowles ar- 
rived in Hot Springs 27 hours late, 
Gilbert Leigh of Little Rock, of the 
general agency of L. B. Leigh & Co, 
and members of the firm of Coates & 
Raines of Little Rock, were at Hot 
Springs representing the Arkansas gen- 
eral agencies. 





Outpouring of Hospitality 

The Arkansas agents headed by their 
popular president, E. M. Allen, of 
Helena, and the Hot Springs local men 
with Chairman J. Walter Dedson in 
charge were truly great hosts. They 
wore yellow bands about their hats and 
the Arkansans were at the beck and 
call of the visitors. They met all trains 
with autos and escorted the visitors to 
hotel headquarters. The registration ar- 
rangements were complete. Many local 
automobiles carried a poster on the 
windshield which read “Insurance dele- 
gates, ride with me.” Special welcome 
posters were found in windows of busi- 
ness houses. The Business Men’s 
League cooperated heartily in looking 
after the arrangements. There were 
encomiums everywhere for Hot Springs 
and Arkansas. 





Time of Meeting 


Chairman Catlin of the fire preven- 
tion committee urged the National As- 
sociation of Insurance Agents not to 
hold its annual convention again during 
“Fire Prevention Week” as it took so 
many men away from their communi- 
ties at an important time. He also feels 
that it is unfortunate that “Safety 
Week” comes so soon after “Fire Pre- 
vention Week,” as much work is dupli- 
cated. 


Ex-Presidents in Attendance 


The ex-presidents in attendance at the 
convention were Fred W. Offenhauser 
of Texarkana, Fred Guenther of De- 
troit, C. F. Hildreth, Freeport, Ill, A. 
H. Robinson of Louisville, A. W. Neale 
of Cleveland, E. M. Allen of Helena, 
E. C. Roth of Buffalo and George Mark- 
ham of St. Louis. 


D. Cliffe Stone of Nashville, Tenn. 
well known general agent, was one of 
the few general agents south of the 
Ohio River that was present at Hot 
Springs. 





Vice-President Spencer Welton of the 
Fidelity & Deposit was at the conven- 
tion conferring with his general an 
local agents, 
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roblems of American Agency System | 


N the early years when our country 
| vs in its infancy, the American 

agency system was in its building, 
for the agent was in the frontier towns, 
following along as our borders were ex- 
tended, offering the protection which 
made it possible for our forefathers to 
build houses and factories and trade in 
merchandise. 

The American agency system of to- 
day, although a wonderful example of 
the initiative of earnest and loyal men, 
is fundamentally the same as when the 
pioneers established agencies in those 
frontier towns. The insurance men ot 
two hundred years ago, when the busi- 
ness was started in this country, com- 
prised a mere handful as compared with 
the army of 150,000 which is represented 
pv the delegates assembled here today. 
When you consider that this army is 
composed of the highest type of Ameri- 
can men and women, can you doubt that 
the problems which you are discussing 
will be disposed of in any but a reason- 
able and proper way? 





GEORGE G. BULKLEY 
Vice-President Springfield Fire & Marine 


There is every evidence that the fire 
insurance business in the United States 
has kept apace with the growth of our 
country. It has, during all of these 
years, been the factor which has dis- 
tributed the heavy fire loss so that the 
burden and the misfortunes following 
fires have been carried by many and 
not few. It has been a prime factor in 
the development of our country. I 
doubt if it would have been possible 
to have brought to its present wonder- 
ful state such a nation as ours without 
the aid of fire companies and fire insur- 
ance agents, and it is impossible to con- 
template what would have happened 
without the aid of fire companies in the 
many disastrous conflagrations which 


our country has suffered during the past 
century. 


- will do us no harm to look back 
and review some of the things that 
have happened in our business. In this 
Way we may more clearly visualize 
Our present day problems and possibly 
have more courage to handle them. 
New England has played an impor- 
tant part in the development of our 
business but of all the cities and towns 
one stands out pre-eminently not only 
for the beauty of its location at the 
headwaters of the Thames, on the site 
Of the old Indian village ruled by Chief 
Uncas, but as the place where fire insur- 
ance in Connecticut had its start and 
which today is the home of your hon- 
Ored president, James L. Case. The 
utual Assurance of the city of Nor- 


BY GEORGE 


wich was organized in 1794. This com- 
pany is still in existence, a fine example 
ot a New England institution which 
speaks better than volumes for the kind 
of men who have been reared and raised 
in Old Norwich Town. 

Connecticut’s oldest stock company, 
the Hartford Fire, soon after its organ- 
ization in 1810, did much to stimulate 
the agency system. There are many 
records of its early agency operations. 
These indicate that agents of one hun- 
dred or more years ago were remuner- 
ated on the policy fee basis, 50 cents 
for each policy written. A few years 
later there is a record of a commission 
allowance of 5 percent. The graded 
plan was evidently tried out in 1822 on 
a basis of income rather than class. 
There is a record of an agreement which 
provided for 5 percent if premiums were 
under $1,000, but of 10 percent if they 
exceeded that amount in any one year. 


N old agency hand book, published 
by my company 70 years ago, will 
throw some light on agency methods 
around 1850. I can assure you that 
while we have gone far afield in many 
respects the instructions contained in 





G. BULKLEY 


houses. Accordingly the agents of this 
company are requested to spare no ex- 
ertions in soliciting such risks, setting 
forth the stock system, since it pre- 
cludes the possibility of an assessment, 
the premium for the term of the policy 
being prepaid in cash on receiving the 
policy.” 


PRESUME that country dwellings 

may have been thought profitable by 
our predecessors, which may account 
for the rate of commission now being 
paid for that class (25 percent in most 
sections). Company experience, how- 
ever, does not justify any such rate of 
compensation, although there are many 
reasons why an agent cannot afford to 
look after outside dwellings at a less 
figure.- It is possible that country 
dwellings were not as profitable as they 
were thought to be back in 1850. The 
companies at that time were not re- 
quired to keep reserves for reinsurance, 
and I doubt if much consideration was 
given to “earned basis” calculations. 
You noted that great stress was laid 
on the fact that the country dwellings 
must be detached, which I find in those 
days meant 64 feet from any other 
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George G. Bulkley, vice-president of the Springfield Fire & Marine, is 
one of the younger executives who has attractd much attention. 
sesses brains and he knows how to use them. 
His appearance before local agents means that he has some- 
Mr. Bulkley is in a position to observe the problems of fire 
insurance and any light that he can throw on their solution is received with 


He pos- 
Mr. Bulkley is a thinker and 














the hand book, if applied today, would 
cure some of our problems. 

“Advertising” seemed to be one of the 
requirements which went with appoint- 
ments in those days, and, furthermore, 
the company paid for it. The instruc- 
tions read: “Agents to Advertise—You 
will give publicity to your appointment 
by advertising, under written instruc- 
tions, in any papers printed in the place 
in which you reside, and by posting up 
in conspicuous places the advertisements 
with which you will be furnished by the 
office. 

“The expense of advertising, postage 
and all other incidental charges are de- 
frayed by the company.” 

The compensation to agents as out- 
lined in the book was to be 10 percent 
and the premium in all cases was to be 
paid upon the issuing of ‘the poticy. 
The agent did not write the policy. He 
secured an application and the contract 
was written by the company and paid 
for upon delivery. 


UR mutual friends (probably from 

Norwich) were doing business in 
those days, and I should say with some 
success. You will be interested to see 
how the stock companies met mutual 
competition 70 years ago. The follow- 
ing is found in the hand book under the 
title “Agents to Solicit Risks on Dwell- 
ing Houses”: 

“It has been the practice of mutual 
insurance companies to choose the least 
hazardous kinds of property in order 
to establish a basis for future business 
and permanent security and by insuring 
country dwellings at a low rate of pre- 
mium (which has induced stock com- 
panies comparatively to relinquish this 
class of hazard), they have accumulated 
a capital sufficient to justify operations 
in special and extra hazards. This fact, 
however, has had a tendency to weaken 
their popularity and influence. We con- 
sider the present favorable time for a 
strong effort to procure that class of 
risk, viz. detached country dwelling 


outbuilding. At that time the com- 
panies had learned that they could not 
hope to survive by writing in districts 
and towns which were being built up 
from the timber which was being 
cleared from the land to make room for 
growth and development, and which 
were without protection, as we know it 
today. They had learned their lesson 
in New York in 1835 and again in 1845, 
Albany in 1846 and in the coast cities in 
1849, 1850, 1851 and 1852, when there 
were conflagrations in San Francisco, 
Stockton and Sacramento, causing prop- 
erty losses all together of more than 
$50,000,000. 

Without doubt these large fires were 
instrumental in developing the fire insur- 
ance business in this country and the 
American agency system must have re- 
ceived great impetus from 1835 on. 


T is evident that the public was dis- 

turbed. One Beston writer had 
strong views on several subjects and he 
expressed them as follows: “We ridi- 
cule the fashions of the women, but they 
all for the past century have not cost 
as much as the great fires from danger- 
ous roofs have in a few years.” 

tle apparently had had his experience 
with women and fires as well, also with 
insurance agents, for he said: “Insur- 
ance people are not perfect, as there is 
no perfection here.” 

But he did say they were “intelligent, 
courteous, liberal, fair-minded men.” I 
presume he was either a satisfied claim- 
ant or a stockholder in one of the early 
companies. In any event, it is evident 
he, too, was intelligent and broad- 
minded, for he said: 

“T have read lately in a journal that 
the rates of insurance have been raised, 
but I not only see the necessity of it, 
but I also believe that unless we can 
have our present buildings made more 
safe, with the rates doubled, it will not 
be a safe business or a proper invest- 
ment for the property of widows and 
orphans.” 


I am fortunate in having a copy of 
another old hand book for agents pub- 
lished in 1877 by F. C. Moore of the 
Continental. In his reference to com- 
pensation he said this is to be “15 per- 
cent.” His view of advertising is in- 
teresting, as he said: “It is a mistake 
to suppose that advertising in news- 
papers, printed circulars, or conspicuous 
office signs will secure patronage.” It 
is evident that some time during the 
preceding 25 years there had been an in- 
crease in commissions of 5 percent, 
probably brought about by competition, 
as Many new companies were in the 
field 

Agents were writing their own poli- 
cies and rendering their accounts to the 
companies, but they were instructed to 
remit with each account. 

Mr. Moore,. in discussing the com- 
mission of 15 percent, said: “It amounts 
to more than the average profits of 
successful companies and an agent will 
find it to his interest to decline the 
agency of any company offering a larger 





E. M. ALLEN, Helena, Ark. 
President Arkansas Association and 
Ex-President National Association 


commission unless on the basis of a 
greatly higher rate of premium than the 
tariff requires.” 


OME of the older members of your 

association are better qualified than 
I and can point to the milestones along 
the way from the seventies to 1899 when 
the west went from 15 percent to the 
graded commission plan and to 1911 
when the east took similar action. 

The graded plan without doubt tended 
to increase the acquisition cost as it 
brought within the 20 percent and 25 
percent columns many classes, including 
unprotected dwellings, as well as those 
protected, which produce a material in- 
come. 

It was early in 1911 that the joint 
committee of the senate and assembly 
of New York, appointed to investigate 
corrupt practices in connection with leg- 
islation and the affairs of fire insurance 
companies, transmitted its report to the 
legislature. 

The committee made its investigation, 
as you will recall, in an open and fair- 
minded manner. Its report, now more 
than 11 years old, touched on many sit- 
uations then existing, which today pre- 
sent identical problems. I will take the 
liberty of quoting therefrom, not only 
to refresh your minds, but to show that 
we are apt to forget the troubles of 
yesterday which possibly presented 
greater difficulties than those confront- 
ing us today; also to show that this 
legislative committee recognized the 
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agent as a dominant factor in the insur- 
ance business and, in outlining his func- 
tions, clearly recognized and approved 
of the way in which he meshed with 
the company operations. In _ other 
words, the American agency system 
was passed upon and approved by this 
legislative committee. 


ERE is a quotation from that por- 

tion of the report relating to the 
method of the companies in securing 
business through agency channels: 

“The agent in fire insurance is far 
more important than is generally recog- 
nized. He it is who virtually decides 
what risks the company shall take, and 
what it shall refuse, and what shall be 
the specific written terms of the policy. 
While the company exercises the right 
of review, it is manifestly necessary that 
it should in the main rely upon the judg- 
ment of its agents. The character of a 
company is therefore very largely de- 
termined by the character of its agents. 
It is in their power to make or ruin a 
company’s business. 

“The agent is one who comes in direct 
personal contact with the insured, the 
company never. Furthermore, business 
is usually done by the insured with the 
agent on a purely personal basis rather 
than because he represents some partic- 
ular company. The property owner gives 
his business to an agent whom he knows 
and in whom he has confidence and in 
general lets him select the company that 
he will place it in. The fact that the 
agent has this personal clientele puts 
him in the position virtually of con- 
trolling a certain amount of business; 
as a matter of fact and as a matter of 
law, the business beiongs to him rather 
than to the companies; it has been de- 
«cided by the courts, for instance, that 
the expiration books are ‘the property 
of the agent and cannot be claimed by 
the company. 

“It will be easily realized then why 
the agents have such a dominant influ- 
ence. It is they who control the busi- 
ness;the companies must come to them 
for business, and in general must come 
to their terms. The companies seek the 
agents, not agents the companies, ex- 
cept to a degree in large cities. 

“When one considers the very re- 
sponsible position cf an agent, not only 
in binding the company, but in consid- 
eration of the fact that it is in his 
power, if he is ignorant or careless or 
otherwise wrongly disposed, to write 
policies for his clients which will not 
properly protect them, the bad _ eco- 
nomic effect of the appointment of in- 
capable agents is apparent. 

“Not only, however, do companies ap- 


point agents who are not properly quali- * 


fied or who have no qualifications be- 
yond the fact that they can control 
a certain amount of business, but the 
tendency is to multiply agencies beyond 
the point where they serve an economic 
purpose, and to a point where they exist 
for purely competitive reasons. In 
other words, this is an instance where 
competition serves no useful economic 
end.” 


T is very evident the trcubles of 1911 

were quite perplexing, and, I think, 
we can take courage after hearing again 
what the New York state investigating 
committee thought about the commis- 
sion and expense problems: 

“Now in fire insurance, the business is 
controlled as we have seen by the 
agents. The companies, therefore, in- 
stead of trying to influence the insured 
make inducements to the agehts. These 
inducements are of course mainly high 
commissions. In addition to this, how- 
ever, the companies, as has been said, 
try to induce business by appointing 
more agents than are necessary and 
agents that are not really competent. 

“Competition, therefore, in fire insur- 
ance has acted badly both as regards 
rates and expenses, but in different 
ways. It has driven rates too low and 
expenses too high. 

“The whole subject of commissions 
is a very perplexing one: It is a mat- 
ter which is in a continual state of agi- 
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tation between the companies and the 
agents; the companies admit that con- 
ditions are wrong but they profess to 
be at a loss to know how to better them 
and many underwriters go so far as to 
suggest that it may be necessary for 
the state to limit commissions in fire in- 
surance as it has limited commissions in 
life insurance. 

“The proposal to limit commissions 
by law should be kept as a last resort. 
There is an intimate relation between 
rates and commissions, but of the two 
the subject of rates is more fundamental. 
Rates are getting steadily more equit- 
able; furthermore, the fire insurance 
business is changing now very rapidly, 
time should be given to see whether the 
further progress of rate equalization 
and the rapidly changing conditions and 
spirit of the business will not bring im- 
provements in the matter of commis- 
sions. If this is not accomplished it 
would certainly be within the proper 
function of the state to see that this 
expense is regulated by law. 


66 HE expense problem is unques- 

tionably the most perplexing prob- 
lem in the business today. It is seen 
that the tendency of free competition is 
to drive commissions higher and higher 
and it is difficult to see what will re- 
strain this tendency except combinations 
of the companies to regulate commis- 
sions. Such organizations then as the 
eastern union should be encouraged. In 
addition to the expense that arises from 
high commissions we have also seen that 
there is a waste in the business produced 
by too great a number of agents and 
particularly by the appointment of 
agents who are incapable of performing 
any real economic service. 


“The companies show no signs of tak- 
ing steps to improve this latter condi- 
tion. The better class of agents, how- 
ever, through their organizations, are 
moving in this matter, not so much for 
the good of the public as for the sake of 
better conditions in the business itself, 
it has "been freely suggested by agents 
that the state should undertake to pro- 
tect the public from incompetency in 
this field. Certainly if the state finds 
it desirable to go so far as to set up a 
standard for veterinary surgeons and 
for plumbers it is reasonable that it 
should set up a standard for the agent 
who, by carelessness or incompetence, 
can invalidate his client’s insurance or 


plunge the companies into’ severe 
losses.” 
The problems which confront the 


agents today are company problems as 
well, as the American agency system is 
too closely united with the affairs of the 
company to have it otherwise. 


HE acquisition cost problem re- 

garding which so much has been 
said, is nothing that has come upon us 
suddenly. It has been known for years 
that the acquisition cost has been creep- 
ing up. I do not think it is any more 
perplexing today than it was in 1911, 
at the time the New York state com- 
mittee transmitted this report. It is evi- 
dent that some action would have been 
taken by company or state officials be- 
fore this had it not been for the condi- 
tions during the war and afterwards 
which have prevented us from handling 
this subject. 

The acquisition cost, which means 
principally compensation to agents, 
back in 1911, at the time the report 
referred to was made, was 21.82 percent 


Live Topics Are Discussed at 
Conference of State Officers 


MEETING of the state officers 
was held on Tuesday afternoon. 


President James ‘L. Case presided 
at the meeting. About 50 officers of 
the various state associations were in 
attendance. President Case explained 
that the meeting was called for the pur- 
pose of talking over the various sub- 
jects which would be of interest to state 
associations. 


E B. DUNNING, president of the 
e Minnesota Association, told of the 
work being done in his state. He is 
very much in favor of the holding of 
district meetings. Some little time ago 
he called a meeting of the officers of 
the five states adjoining Minnesota. He 
said one of the greatest benefits of such 
a meeting was the coming in personal 
contact with these men. 

The Minnesota association has an 
executive secretary, a full time salaried 
man, E, A. Sherman. Mr. Sherman 
was called upon and explained the work 
that is being done. Mr. Sherman said 
it is a matter of salesmanship. He 
must sell the association to the agents 
of the state. Part of his time each 
week is spent making a systematic can- 
vass of the real insurance agents 
throughout the state. He said much of 
the preliminary work is done by corre- 
spondence, which is followed by a per- 
sonal visit. He has kept a record and 
finds that his percentage of sales is 
very high, running about 80 percent. 
Mr. Sherman said that the cost of hav- 
ing a paid secretary does not run so 
high. The agents’ dues in Minnesota 
are under the graded system. When 
the income from dues is not sufficient 
the state has what is known as a sup- 
port fund which is contributed to by the 
agents of Minneapolis, St. Paul and 
Duluth. 


UDGE W. H. TOMLINSON, secre- 
tary of the Ohio association, told of 
the work being done in his state. Mr. 
Tomlinson also said that the getting of 
new members was a question of sales- 
manship. In Ohio they have appointed 


district vice-presidents. These men meet 
from time to time and discuss the situa- 
tion. These meetings have proved of 
inestimable value. 

The matter of mutual and reciprocal 
competition came up for discussion as 
did also the question of multiple agen- 
cies and overhead writing. Among 
those who made some very interesting 
observations on these subjects were J. 
A. Giberson, Alton, Ill., president of the 
Illinois association. Then President 
Devaney of the West Virginia associa- 
tion made some interesting remarks on 
non-recording agencies. Other speak- 
ers on this subject were President John 
R. Hall of North Carolina, Pinchback 
Taylor, Pine Bluff, Ark.. Robert New- 
ell of Little Rock, and Wm. J. Beggs, 
Cleveland, O. Others who addressed 
the meetings were Presidents J. M. Lar- 
more, Anderson, Ind., W. B. Calhoun, 
Milwaukee, Wis., and J. S. Pierce, Tulsa, 
Okla. 


W M. McCrory, Pensacola, Fla., 
e told of the activities of the local 
board in this city. A. P. Moses, Sum- 
ter, S. C., told of the activities of the 
Retail Merchants’ Association of his 
state, which recently appointed a man 
in his territory who is nothing more 
than a representative of a reciprocal 
organization. 

Shirley Moisant, Kankakee, Ill., and 
Clyde B. Smith, Lansing, Mich., made 
some very interesting remarks on the 
survey agent. 

The tobacco business came in for 
some remarks by Messrs. Moses of 
South Carolina, and Hall of North 
Carolina. Just before close of the meet- 
E. B. Dunning of Minnesota explained 
the workings of the Minnesota quali- 
fication law. 

It was a most interesting meeting 
and all were very greatly interested in 
the proceedings. Some valuable mate- 
rial was brought out which will be of 
much material assistance in working out 
their many problems. President Case 
explained that the meeting was called 
for the purpose of exchanging ideas. 


as compared with 23.03 percent for 1991 
A fair analysis of conditions following 
the termination of the war will, I pe. 
lieve, convince you that this increase of 
1.21 percent is easily explained and I 
will try to point out later on some of 
the factors which have contributed to. 
wards this increase. 

N considering the American seule 

system and its relations to the acquisi- 
tion cost we will have to disregard state. 
ments which have been made to the 
effect that this is a large city Problem 
and that the agents outside of excepted 
cities have little cause for apprehension 
It is a subject which is occupying the 
attention of all agents. In giving con. 
sideration to it, it is reasonable that we 
should know what the compensation to 
agents has been during the past hun- 
dred years or so and what factors have 
contributed towards its increase other 
than higher rates paid in certain large 
cities. The first record that I have seen 
indicates that the old-time agent in 1819 
was remunerated on a policy fee basis 
at the rate of 50 cents per policy: jn 
1815 the going commission was 5 per- 
cent; in 1821, 5 percent and 10 percent: 
in 1850, 10 percent, and in 1860 the com. 
mission averaged 11 percent; in 1899, 
17.5 percent; in 1900, 20 percent; in 1910, 
21.3 percent; in 1912, 21.9 percent: jn 
1913, 22.3 percent; in 1921, 23.3 percent, 
I have quoted the rates at irregular in- 
tervals because there is a relation, in 
certain increases noted, to changes in 
commission rules. The increase df 2% 
points country wide between 1899 and 
1900, in my mind, is accounted for by 
the adoption of graded commission 
rules in 1899 in western territory. The 
east adopted the graded commission 
plan in 1911 and you will notice between 
1910 and 1912 there was an increase in 
commission cost of 6. percent country 
wide. The coast went on the graded 
plan in 1912, and there was an increase 
of .5 percent between 1911 and 1913, 
country wide. 

In commenting on the problem pre- 
sented by the commission cost in 1921 
of 23.03 percent, I do not think it 
strange that there has been such a 
marked increase when you consider the 
extraordinary runoff of low commission 
business during the last year through 
cancellations and otherwise. 


NOTHER factor which possibly 
has not had proper consideration is 
the effect upon our commission ac- 
count during the past few years of auto- 
mobile business. The minimum com- 
mission for this class is 20 percent and 
much of it goes on the companies’ books 
at 25 percent. In 1921 the premiums 
on automobiles alone, as reported to 
the New York department, were close 
to $100,000,000, an increase of 400 per- 
cent in four years. The influence of this 
very large increase in business, which is 
bought by the companies at a figure 
higher than the average paid for general 
business, is reflected in the acquisition 
cost to the extent, as I compute it, of 
something like one point. 

As to the general expense of the com- 
panies other than commission, I can 
assure you every head office executive 
and company manager is studying this 
problem and one prominent underwriter, 
who has gone into this subject most ex- 
haustively, has compiled data which 
clearly indicates that the increase im 
the expense ratio of fire insurance com- 
panies as a whole has been no greater 
than the increase shown by dealers m 
many lines of merchandise. The tact, 
however, should not excuse us trom 
taking reasonable action in connection 
with our expense accounts. 


HERE is a relation between the 

agency portion of the expense ratio— 
which constituted 50 percent of the 
companies’ expense in 1921—and s0- 
called head office portion—which con- 
stituted the other 50 percent, and sooner 
or later your efforts will be directed 
towards such items as unfair taxation, 
duplication of work by local boards and 
underwriting organizaticns, unmeces- 
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‘Through Service We Grow 


A YOUNG COMPANY, to grow, must have that quality 
of progressiveness which is so essential in underwriting 
organizations today. 


THE CITY OF NEW YORK, young and growing, 
demonstrates its progressive instincts by keeping pace with 
the development of new classes of insurance, such as rain and 
other side lines, and making such facilities available for its 
agents. 


CITY OF NEW YORK AGENTS find the company not 


only eager to serve, but in actuality performing as a seasoned 
veteran in the underwriting world. 


CITY of NEW YORK 






“INSURANCE COMPANY 


ELBRIDGE G. SNOW, President 





Fire and Lightning, Automobile, Explosion, Hail, Parcel Post, Profits and Com- 
missions, Rain, Registered Mail, Rents, Rental Values, Riot and Civil Commotion, 
Sprinkler Leakage, Tourists’ Baggage, Use and Occupancy, Windstorm. 
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sary agency supplies, carelessness in 
writing policies which cannot be deliv- 
ered, thoughtlessness in not promptly 
answering correspondence and other ac- 
tivities of the business which you have 
felt were beyond your jurisdiction. 

It has been brought out in my refer- 
ence to methods of former times that 
premiums were remitted at the time the 
policy was written when the application 
system was in vogue. Later on the 
agents wrote their own policies and re- 
ported by monthly bordereaux remit- 
ting with them. Some time after 1864, 
when Alexander Stoddart started the 
organization known as the New York 
Underwriters’ Agency, he invented the 
daily report system which carried with 
it the present method of monthly ac- 
counting and the requirements for many 
years were that remittances should ac- 
company the monthly accounts. Under 
our present day methods, either through 
competition or otherwise, the balance 
question constitutes one of the prob- 
lems which I am glad to see you are 
recognizing and which by the way ma- 
terially adds to the overhead expense 
in the way of collections and account- 
ing. 

Can you realize what it means to the 
business as a whole to have credit to 
the extent of $123,382,000 extended by 
the companies to the agents? The fig- 
ure just mentioned, which I have taken 
from the last report of the New York 
department, indicates the amount that 
on Dec. 31, 1921, was due the companies 
operating in New York state. 


NOTHER factor which has a bear- 

ing on the general expense and 
one which has as great an effect on 
agency operations as on those of the 
companies, is the general reduction in 
rates during the past ten years. In 1912 
the average rate couiutry wide was 1.06, 
while in 1921 the average rate was 97, a 
reduction of 9 points. 


It is unnecessary to tell you that your 
ratio of overhead goes up with every 
reduction of rate in connection with 
business on your books. This, however, 
should not restrain you from giving 
service to your patrons, working for im- 
provements, in order that they may en- 
joy the lowest rate that their risks are en- 
titled to. If you do not look after your 
clients’ interests, your competitors will. 

The increase in commission cost 
brought about by the stupendous, growth 
of the automobile business, as préviously 
stated, is only one phase of the automo- 
bile situation, and I would like to speak 
of another at this point. I know of no 
other class of business that has in- 
jected so many difficulties, at the head 
office and the agency, as automobiles. 
These difficulties are not as apparent as 
a few years ago. lt is evident that 
agents are realizing the necessity of 
handling the automobile business ‘along 
the same lines as other classes and are 
making a more fair division of it among 
their companies. It is not strange that 
companies in their desire to place this 
class of business on their books ar- 
ranged for dual representation through 
underwriters’ agencies and otherwise 
when they found it impossible to secure 
any of it through their regularly ap- 
pointed agents. I do not think the prac- 
tice of selecting one company for all 
of the automobile business or any other 
class has worked out well or ever will 
for the agency system as a whole. 


S to the underwriters’ annex prob- 
: _lem, your position, it seems to me, 
is similar to the predicament of the 
farmer who took too much grist to mill. 
He could have handled one bag quite 
comfortably, but in taking two he found 
that his horse soon tired. His efforts 
in holding one bag on his shoulder to 
ease the burden of the faithful animal 
he was riding did not help. He had 
gone so far it was not worth while to 
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turn back and he would not lighten the 
burden by leaving part of the grist by 
the roadside for fear that it would be 
stolen. 

Without any question underwriters’ 
agencies are a strain on the agency sys- 
tem and I doubt if it is doing the com- 
panies any permanent good to present 
burdens which their agents must carry 
only with discomfort. This question in 
my mind will be solved in the not dis- 
tant future. It is illuminating to !earn 
that at the present time there are at least 
147 underwriters’ agencies being oper- 
ated by 106 companies. It is not a 
problem that can be decided by vote at 
an open convention of this sort because 
of its many anbles. Due consideration 
must be given to the fact that the opera- 
tions of many companies, through their 
underwriters’ agencies and by recogni- 
tion of agents through many local 
boards, now constitutes a considerable 
pattern in their agency plant which 
they cannot safely unweave. A restric- 
tion, unless reasonable, would mean the 
transfer of much of the business now 
written through underwriters to the 
books of incorporated _ subsidiaries, 
which would not greatly change the sit- 
uation. Also many agents have secured 
through underwriters, facilities which 
which are of material value. When you 
present a proper and fair solution you 
will, I am sure, have the cooperation 
of the companies. 


- 


HE expense and_ underwriters’ 

agency problems are not the only 
ones to occupy our attention. We must 
not overlook that we have duties to 
perform as representatives of corpora- 
tions which are semi-public in their na- 
ture, if we hope to justify our connec- 
tion with these corporation and fulfill 
our duty to the public. We are under- 
writers as well as custodians of funds 
which are placed in our hands for a 
specific purpose, and we must exert 





every effort to reduce the fire waste of 
this country. 

The expense is considerable in con- 
ducting organizations and bureaus which 
function in a way to reduce fire risks 
but who can say that these expenses 
are not justifiable in view of the tremen- 
dous strain on our country’s resources, 

Notwithstanding the evident “restless. 
ness” which you have endeavored to 
analyze and the burdens which the very 
nature of our business imposes, there js 
a bright and encouraging side to the 
situation. There is, I believe, an earnest 
desire on the part of the insurance com- 
missioners to help us. All eyes are 
directed to Superintendent Stoddard of 
New York State. His interpretation of 
the new law of his state, while startling 
to many of us, was, I presume, a reason- 
able one and the insurance companies 
are fortunate indeed to have so experi- 
enced and fair-minded a man to deal 
with and one who is desirous of helping 
us to carry out the provisions of the 
law, not for the law itself, but for the 
good of the business. With this attitude 
on his part and a desire to comply on 
the part of the companies, our business 
I believe stands to be placed on a 
higher level. 


Union Indemnity’s Greetings 


The Union Indemnity of New Or- 
leans was the livest proposition at the 
hotel. It had a fine exhibit on the con- 
vention floor. In room 141 it dispensed 
old-fashioned southern hospitality with 
a lavish hand. Senior Vice-President 
Mike M. Moss was in charge assisted 
by Vice-President Edward Kosy, Frank 
Sprague, engineer of the contract de- 
partment; Hugh Chapman of the con- 
tract department; Special Agents Earl 
W. Newman, Gaulden Smith, H. O. 
Beatty and J. Floyd Hodge; Vice-Presi- 
dent Mose Hardy, zeneral agent at Lit- 
tle Rock, and Loranger, of 
Chicago, manager of the central depart- 
ment. 





In the mercantile world 
Honor, Courtesy, Efficiency make for 
success. 

We try to typify them always. 
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Modern scientific skill has bridled Niagara. Great men of our 
day have tamed the lightning to turn the wheels of industry and 
broadcast our speech upon its waves. Steam is our servant and 
coal and oil have been put to uses undreamed of not so long ago. 


All these present day miracles are worked simply by the 
government, direction and application of natural forces. 


The American Agency system is a vast force. From energy of the American Agency System has been so 
coast to coast, in every city, town and village its directed and applied that the results have been of con- 
members carry on their local business. ‘Cie Structive benefit to the business as a whole. 


The American Eagle congratulates the National 
Association of Insurance Agents on the occasion 
of its Twenty-Seventh Annual Convention. 


Yet each year, representative insurors gather for 
concerted co-operation. Each year has produced 
new ideas, new suggestions and new action. The 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 





HENRY EVANS Cash Capital—ONE ‘MILLION DOLLARS JAMES A. SWINNERTON 
Chairman of the Board President 


Managing Offices: NEW YORK CHICAGO SAN FRANCISCO 
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What Business Men Expect of Agents 


N agent has a two-fold obligation 
A to perform. From the company’s 

standpoint, his primary reason for 
being is to get business and keep’it on 
the books. His value depends upon his 
ability to do this. He canhot succeed, 
though, unless he satisfactorily performs 
a second function, namely, to represent 
the policyholders’ interests. An agent 
is the insurance company: to the busi- 
ness man. He is the only one, gener- 
ally speaking, with whom the business 
man has contact. As aj rule, the busi- 
ness man knows so litfle about insur- 
ance he accepts withotit question the 
representations of the agent. 

1 


HE business man today, who deals 

with agents, looks upon them in the 
capacity of insurance advisers. He ex- 
pects them to use the various technical 
resources and services available. He 
relies upon them to advise as to the 
right type of contracts and to see that 
his property has the proper kind of 
protection. The agent to the ‘business 
man is, therefore,.-more of a general 
practitioner,.a family doctor, than a 
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JAMES L. MADDEN, Washington, D. C. 


Manager Insurance Department United 
States Chamber of Commerce 


specialist. The business man does not 
expect the agent to be an expert engi- 
neer but he does expect him to know 
insurance. He rightfully expects the 
agent to study his needs and carefully 
adjust the types of coverage to them. 
He looks to the agent to keep him from 
under-insuring as well as over-insuring. 
In carrying on his work, the business 
man expects the agent to represent only 
sound companies. In view of thé fact 
the agent is practically the insurance 
company in the eyes.of the policyholder, 
it is important that he represent only 
those companies which are stable. 


ANY business men are thinking of 

the cost of fire insurance. Only 
within the last few days I received a 
letter from one of our trade organiza- 
tions in which the chairman of the fire 
insurance committee wrote, “I have 
done quite a good deal of work in con- 
nection with insurance risks and found 
it rather disconcerting to learn that 
practically 50 cents of every dollar paid 
for insurance premiums went for the 
expenses of carrying on the business 
before anything could be paid for fire 
losses.” Now, there are several 
national problems, for example, existing 
methods of rating and taxes, confront- 
ing insurance, which have a very dis- 
tinct bearing upon the matter of cost. 
You are in a position to serve your cli- 
entele by going into this matter of costs 
thoroughly, to see what you can contri- 
bute toward the reduction of them, 


By JAMES L. MADDEN 


One of the most important things 
your association can do is to make, at 
regular intervals, a _ really intensive 
survey of just what the business man’s 
experience with agents has been. This 
done, you have a mirror in which to 
look. You have the machinery to do 
this in your National Association of In- 
surance Agents. Any defects discov- 
ered may then be remedied. If it is 
necessary to cut and prune here and 
there in order to permit of healthy ex- 
pansion, you will have the courage to 
do it. No organization or business can 
develop without having its difficulties, 
but few organizations or businesses 
progress unless they recognize them 
and undertake proper constructive meas- 
ures. This may lead to an improved 
service but, in any event, it certainly 
will enable you to know at all times 
what your business men policyholders 
ate thinking of you. 


— on my conversations with 
business men, I am inclined to think 
that they expect, first, an agent must 
know his business; second, he must be 
sincere; third, he must give value in 


and the insurance companies. Taking 
stock of the situation as it actually 
exists today, we realize we have a long 
way to go before this end is reached. 
We find lack of uniformity of insur- 
ance practices, legislation, etc., on many 
sides. We also find the policyholders 
collectively have contributed little to 
the progress or development of insur- 
ance outside of the premiums. Ail of 
this makes us think. 

Let us see what is actually happening 
today. It is generally assumed if a 
policyholder’s claim is paid promptly 
and satisfactorily, he is getting 100 per- 
cent service. Of course, this is the 
primary function of insurance but I 
believe we must pay more attention to 
developing the business man’s interest 
in the institution of insurance gener- 
ally. A policyholder makes an invest- 
ment when he puts his money into a 
contract. If a claim never arises, he 
sometimes feels he has been paying his 
money for nothing. On the other hand, 
is he does not understand his policy and 
makes claim, which is not fully granted, 
there is apt to be ill-will. Now, there 








James L. Madden, manager of the insurance department of the United 
States Chamber of Commerce, was formerly head of the Policyholders’ 
Service Bureau of the Metropolitan Life, in which post he developed a 
comprehensive program of education of and service to the insuring public. 


In his new work Mr. Madden is endeavoring to work out a similar program, 


applicable to all classes of insurance and national in scope. 


His backing of | 


i some 800,000 business men, representing the active men of all sections of 
|| the country adds weight to his efforts and his constructive educational 


|| program should bear fruit in the very near future. 
|| that all details of the business should be analyzed and problems studied by | 

the agents, individually, and as an association. 
| should be brought into close contact with the developments in the business 
|| and full cooperation of all interests achieved. 


Mr. Madden believes 
He believes that the public 








service for the commissions he receives 
from the insurance companies; fourth, 
he must really represent and protect 
the policyholders’ interest; fifth, he 
should participate actively in the prob- 
lems affecting business men collectively. 

The United States Chamber of Com- 
merce is really the national workshop 
of American business. Its underlying 
membership consists of nearly 800,000 
corporations, firms and_ individuals. 
The United States Chamber looks after 
the national interests of these members 
through some 1,400 chambers of com- 
merce and trade organizations through- 
out the country. I wonder if you have 
ever stopped to realize that the National 
Chamber represents the largest body 
of organized policyholders in the United 
States. Think of it—800,000 of them. 

We are thoroughly alive to the possi- 
bility of rendering a real service to 
these policyholders. In order that 
this may be done to the best advantage, 
we have prepared a definite program 
which is now being put into effect by 
the insurance department. So _ that 
these policyholders, who are all busi- 
ness men, may have the benefit of the 
broad experience and advice of the out- 
standing insurance men in this country, 
we have an advisory committee. This 
is a policy committee. The execution 
of matters of policy decided by the com- 
mittee is an\ ‘executive function for 
which the president, Mr. Barnes, the 
resident vice-president, Mr. Goodwin, 
and the manager are responsible. You 
will note that two of the three responsi- 
ble for the actual service to this 
tremendous body of policyholders are 
business men and have the business 
man’s viewpoint. 





E all know that the maximum de- 
velopment of insurance depends 
upon the proper co-ordination of the 
efforts of the state, the policyholders 


are many ways of. showing the policy- 
holder the protection he is getting and 
at the same time stimulating his inter- 
est in insurance. 


N the second of September, there 

appeared an article in the Washing- 
ton Times which was read no doubt by 
a large number of policyholders. The 
caption, which spread across the whole 
page was “Insurance Trust Said to Be 
Fighting Compensation in the District.” 
The subheading in the same size type, 


‘was “Walters Charges Big Plot.’ The 


thought occurred to me at the time as I 
read this, “How would a policyholder 
view this?” As I read this article rela- 
tive to the Fitzgerald Bill for a mnopo- 
listic form of workmen’s compensation 
insurance in the District of Columbia 
further 1 tried to place myself in the 
position of a business man not familiar 
with insurance. My reasoning went 
something as follows: You men are 
associated with a trust. I didn’t know 
it before, but the paper says so. Then 
the paper goes on to tell me how the 
champions of the people (three con- 
gressmen) are making a fight against 
the trust. Further on, we find the 
compensation bill was absolutely fair 
because it was approved by the Ameri- 
can Federation of Labor and by com- 
pensation authorities in many states. I 
don’t believe the first part of this would 
have much weight with me but the 
latter is sufficiently general to. carry 
some conviction. Then I learned how 
the trust punished the congressmen who 
were championing the rights of the 
people, and how one of these congress< 
men was not re-elected. My reaction is 
that the insurance trust must be a very 
powerful combination. If by any 
chance, I happen to be a little dis- 
gruntled with my automobile or fire 
as to why my rates are so high—the 





trust. The article concludes by saying 
the trust is keeping the employees of 
the District from compensation. Now 
gentlemen, the same article appeared in 
a Philadelphia paper and, according to 
my information, one of the leading New 
York papers with an extremely large 
circulation had an editorial approving 
the fundamental principle of this pif} 
referred to. 


EW policyholders really know the 

facts underlying this Fitzgerald Bill, 
We took steps, however, to see that the 
organization members of the United 
States Chamber of Commerce were 
made familiar with the facts. A repre- 
sentative of the National Chamber ap- 
peared before the congressional commit- 
tee in Washington and opposed this bifl 
because it was monopolistic in form, 
We communicated with each of our 
organization members and pointed out 
our action. We stressed the fact that 
we were not against the principle of 
workmen’s compensation. We urged 
our members to promptly communicate 
their opposition to their congressmen, 


PLATT WHITMAN 
Wisconsin Insurance Commissioner 


In order that each congressman might 
know we are looking directly after the 
interests of the poficyholders repre- 
sented by us, we wrote to each member 
of the lower house and stated our posi- 
tion. In this letter, we were also very 
careful to state we were not against 
workmen’s compensation—quite — the 
contrary—but we were against this 
monopolistic bill. In spite of this action, 
the publicity, given out by a defeated 
congressman would entirely mislead 
other policyholders who read _ it. 
sometimes wonder if it may not be well 
at times for insurance companies to let 
the policyholders know more about the 
attempted legislation which will affect 
their welfare as well as the problems 
being faced in protecting and develop- 
ing the various interests of the policy- 
holders, I think it would. 


ANY arguments have been ad- 

vanced that taxation of insurance 
is unfair. Regardless of them, when we 
get right down to facts, we find that the 
insurance companies are being taxed— 
and well taxed. Heretofore, the ques 
tion of taxation has been approached prt- 
marily from the standpoint of the Im- 
surance company. The policyholder 
has a very direct interest in this ques- 
tion of taxation. As yet little has been 
done to cause him to protect this m- 
terest. Part of the taxes are no doubt 


fair and a portion perhaps unfair. Bs 
latter are really a penalty on poe 
rate, this is apt to give me a new 1d€ 
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An insurance institution that 
can function most efficiently 
through its agents, in giving 
the assured the greatest de- 
gree of dependable protection, 
will be recognized as a leader. 
in promoting the highest 
principles of sound under- 
writing practice. 
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and thrifty people. In some lines of 
insurance the policyholders in states 
with low taxation help to pay the high 
taxes imposed by other states, yet the 
latter states insist upon the benefits of 
a national distribution of risks. That 
does not look fair from the standpoint 
oe individual policyholder. It is not 
air. 

How many times have we heard the 
old story about the legislator going back 
home and telling “how we taxed the 
insurance companies.” True, it is an 
old story but nevertheless it is being 
told time and again. The sad part of 
it all, gentlemen, is that the policy- 
holders do not know the difference. 
But the National Chamber intends that 
its membership shall know the differ- 
ence. It has appointed a committee to 
investigate the matter of taxation from 
the standpoint of the policyholder and 
the public to find out what part of the 
existing taxes are fair—for surely some 
of them are fair, and what part are 
unjust. 

You can assist this investigation by 
making the business men you number 
among your policyholders familiar with 
what percentage of their premiums is 
paid to the states in taxes. In cases 
where you have only communication by 
mail, possibly some form of printed 
slip may tend to acquaint them with this 
information, 


HE insurance companies have done 
much good work in the matter of 
conservation of our national resources 
by their fire and accident prevention 
and health conservation activities. In 
spite of this, our fire loss has been con- 
stantly increasing. The solution to this 
matter of conservation rests with the 
policyholder. His interest and _ en- 
thusiasm must be aroused. Otherwise, 
the splendid leadership of the insur- 
ance companies will accomplish only a 
portion of what it should. The policy- 
holders must carry their share. 
When you talk to business men you 
get many reactions from their ideas 


of conservation. You have no doubt 
heard them say that such efforts help 
the insurance companies to make more 
money. Now, there are many ways of 
bringing about interest from the policy- 
holders’ standpoint. First, there is the 
appeal from the financial side by indi- 
cating how a reduction of premiums 
may be effected. Next, there is the op- 
portunity for the development and 
enactment of personal liability laws. 
No doubt a good part of the tremend- 
ous fire loss of $500,000,000 for last 
year would have been saved if the in- 
sured had known he might become per- 
sonally liable not only for his own fire 
but also for subsequent damage done 
to his neighbors. Third, the value of 
conservation from a sound _ business 
standpoint may be presented. A big 
business man realizes that even if he is 
insured ‘he is bound to lose as a result 
of. the fire. Somehow we must drive 
home to all policyholders this thought. 
We have prepared and issued to our 
organization members eight newspaper 
stories to be released locally several 
days before and during Fire Prevention 
Week. One of these is devoted to cor- 
recting the erroneous impression that 
even when property is insured up to its 
full value, and burns, the insurance com- 
pany itself is the ultimate loser. 

The National Chamber has a definite 
program of conservation. It is now 
concentrating on fire prevention. It is 
working on the assumption that this 
plan must be systematic and continuous 
and not a spasmodic drive. Each 
month, therefore, some specific subject 
will be considered. Material will be 
sent to every chamber of commerce and 
trade organization affiliated with us for 
action by it during the succeeding 
month. 


HE matter of insurance education is 
probably the most important ac- 
tivity which can be undertaken. As a 
matter ‘of fact, after a sale is made, little 
educational work is done with the 


policyholder. A few organizations do 
publish a magazine for their benefit. 
The business man takes his contract, 
puts it away and forgets about it. After 
he pays his premium he seldom refers 
to his contract unless he makes a claim. 
In order that insurance may progress 
as rapidly in the future as it has in the 
past through private initiative on the 
part of the companies, the policyholder 
has to contribute his share. A more 
thorough understanding of insurance is 
the prerequisite to the policyholders’ 
contribution. 

About a month ago, I picked up a 
menu in the dining car of a Pennsyl- 
vania Railroad train. In glancing over 
it, I noticed the railroads are using 
some very clever ideas to make the 
people familiar with their aims and 
their problems. The illustrations used 
were thoroughly applicable to insur- 
ance. Now, as a matter of fact, why 
shouldn’t the policyholders understand 
the fundamental principles of insurance, 
its operation, its service and its gen- 
eral problems? It is an institution that 
exists to serve them. The thought then 
occurred to me, suppose the policy- 
holder was getting material like this 
from the insurance companies, would 
it be helpful? It seems to me it would 
accomplish a lot of good. The rail- 
roads are showing us one avenue we 
can follow in the field of public rela- 
tions. 


Ou first step toward this was the 
issuance of an “Insurance Bulletin.” 
This goes to our organization members 
and their insurance committees. 
Through them it is intended to reach 
the underlying membership. The re- 
actions we are getting from the bulle- 
tin are most encouraging. They come 
not only from our own membership but 
also the insurance field. A Chicago firm 
ordered 3,000 copies at their own ex- 
pense to distribute among their clientele, 
The vice-president of a big fire insur- 





ance company asked for sufficient copies 
to distribute among his supervisory 
field force so they may use them while 
going around the country. A promi. 
nent state insurance federation asked to 
have sufficient copies sent. to them 
monthly so they may supply each of 
their directors with one. 

Our local chambers of commerce are 
not slow to grasp the opportunity of 
rendering an insurance. service to their 
members collectively. We find one or- 
ganization in Illinois carrying on an 
advertising campaign in the papers in 
order to help the people understand 
just what insurance is. In Milwaukee, 
we hear of ambitious plans. In Law- 
rence, Mass., the local chamber recently 
issued a special report on co-insurance. 
The Cincinnati Chamber of Commerce 
has just completed a special investiga- 
tion into the question of monopolistic 
workmen’s compensation insurance, ] 
can go on giving a number of other il- 
lustrations but these are indicative of 
what is being done to take care of the 
policyholders’ interest by business 
men’s organizations. 


HE matter of education definitely 

ties up with insurance legislation. 
At one time, physicians were satisfied 
to treat sick people. We are living 
today, though, in an era of preventive 
medicine. Our mortality statistics indi- 
cate that people are living longer. No 
doubt preventive medicine is responsi- 
ble to a degree for this. The same ideas 
apply in a sense to attempted adverse 
insurance legislation. At one time, we 
were satisfied to object to a bill in com- 
mittee or contest it on the floor of state 
legislatures. I believe, though, the 
time is rapidly approaching when we 
will try to prevent even the introduc- 
tion of unfair insurance bills through 
an enlightened public on insurance mat- 
ters. Much educational work must be 
done before that time comes, but when 
it does arrive, I do not think insurance 
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will be the legislative football which 
many legislators have gone back home 
and talked about. In the final analysis, 
all we want the public to know is the 
truth about insurance, its operation and 
aims. Once this is known we can rely 
upon the American business man’s 
judgment and sense of fair play to pro- 
tect this service which exists for him, 


S far as we know, the present policy- 

holders’ movement is the first one 
ef national scope to be undertaken. It 
is hoped the influence of the policy- 
holders collectively will assist in the 
development of even a _ bigger and 
broader insurance service as well as in 
the elimination of many of the prob- 
lems hindering the progress of our 
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American insurance institution. The 
potential power of the policyholders 
acting collectively can scarcely be 


imagined, for as yet it has not become 
the factor it should be. 

I have gone into the National Cham- 
ber’s plans relative to the policyholders’ 
welfare in some detail with a definite 
objective. It is to drive home to you 
the importance of co-operation by you 
with local chambers of commerce, trade 
organizations, business men’s clubs, and 
farmers’ associations. These men need 
the technical advice and assistance 
which you have. They will welcome 
your co-operation. You can help them 
see insurance and its problems in their 
proper light. This will be good busi- 
ness for you. 


Shirt Sleeve Session Thursday; 
Important Addresses Delivered 


T the Thursday morning session, 
A some one in the audience put a 

motion requesting President Case 
to preside without coat and vest. Luck- 
ily he had just donned a clean shirt. 
The motion carried unanimously, and 
the session became a shirt sleeve body. 
J. H. Johnson of Clarksdale, Miss., rep- 
resenting the Mississippi association, 
spoke for his organization. In express- 
ing appreciation for the fund created to 
pay the 1922 dues of that body, Mr. 
Johnson said that the companies retired 
at a critical time in the midst of the 
busy season. Local agents were put 
out of business temporarily. The Mis- 
sissippi association has thus been able 
to survive. The National association, 
he said, has proved to be national in 
spirit. There were eight Mississippi 
agents present. 

President Case approved a delegation 
to accompany the company officials 
present to the front where they were 
seated in the amen corners. Mr. Case 
led the audience in giving three cheers 
for the officials. 


OMMISSIONER Platt Whitman of 


Wisconsin, president of the In- 
surance Commissioners Convention, 
brought greetings from that body. He 


spoke last year before the Los Angeles 
convention. Mr. Whitman said the 
problems before the insurance people 
are the problems of the commissioners. 
The commissioners cannot act alone. 
The agents and companies must co- 
operate to solve the problems. He said 
that the annex issue is a serious one 
with commissioners. Mr. Whitman ex- 
coriated companies for appointing in- 
capable and dead beat agents. An agent 
becomes chronically delinquent. His 
companies may lose maney and put him 
out of business. He bobs up soon after 
and is relicensed. Companies are 
pounding their field men to appoint 
agents. They appoint Tom, Dick and 
Harry because of this pressure. Mr. 
Whitman said companies want him to 


put dead beat agents out of business 
when they can’t collect their salaries. 
He announced he will not be made a 


collector for the companies which ap- 
point dead beats. Mr. Whitman said 
he hoped companies would get stung 
so long as they countenance such ap- 
pointments. He said agents cannot be 
made honest by law. 


N order to clean house, agents, com- 

panies and commissioners must act 
together. Mr. Whitman feels com- 
panies should be held responsible for 
their agents. If a company or one of 
its salaried employes continues to ap- 
point dishonest agents drastic action 
should be taken against the person who 
is standing for such agents. Mr. Whit- 
man told the agents they must not put 
all the blame for the evils on the conm- 
panies. The agents must clean house 
too. If all hands will get together 
something can be done. 

President A. Duncan Reid of the In- 
ternational Association of Casualty and 
Surety Underwriters could not be pres- 


ent on account of illness but 
telegram of greetings. He said the 
problems before companies and agents 
are common and hence all must work 
together in solving them. Mr, Reid be- 
lieves these can be solved if calm 
judgment is used. 

Insurance Commissioners Bullion of 
Arkansas and McMahon of North Caro- 
lina were escorted to the amen corner. 
C. F. Hildreth of Freeport, Ill, moved 
that the mourners’ bench for company 
officials be made permanent. 


UPERINTENDENT F. R. Stod- 

ard, Jr., of New York addressed the 
convention. He impressed all with 1}s 
vision and comprehensive grasp of the 
issues. He got a loud hand when he 
said the agents should be called in to 
conference when companies take any 
action affecting their interests. At the 
close of his talk Colonel Stoddard re- 
ceived a real ovation. 

A. G. Chapman of Louisville made a 
forceful address. His subject was the 
“Signs of the Times.” Mr. Chapman, 
with his valuable experience as an 
agent and his close touch with the Na- 
tional association, was in a peculiarly 
fitting position to give some observa- 
tions on the issues of the day. He said 
the agents must stand squarely with the 
cooperating companies. So long as 
companies violating good practices are 
fed, the field will continue to be dis- 
turbed. Agents know what companies 
are trying to disintegrate the agency 
system. 


B. DUNNING of Duluth, at the 
eclose of the Thursday morning ses- 
sion, said that President Edson S. Lott 
of the United States Casualty should 
be heard. President Case summoned 
Mr. Lott to the platform and the con- 
vention went wild in greeting. Mr. 
Lott said that a casualty executive told 
him the other day that he was getting 
all the glory out of the campaign 
against the cooperatives but that the 
other companies were getting the busi- 
ness. “Uncle Edson” said that he was 
perfectly willing to let the companies 
have the business if he could have the 
good will of the agents of the county. 
T. E. Braniff of Oklahoma City had 
stated in his address that the company 
executives could not get together to 
solve important problems because of 
their differences. Mr. Lott said that if 
the National association members get 
together and stay together they could 
force the company executives to get to- 
gether. Mr. Lott said that agents must 
be on the job and protect their interests. 
He has been accused of saying that 
buyers and sellers of cooperative insur- 
ance are bolshviks and anarchists. He 
said that he had made no such assertion. 
He did say that the buyers and sellers 
of such insurance are headed in that di: 
rection. They are aiding socialism and 
communism. Mr. Lott made a plea for 
the protection for American individual- 
ism and regretted the tendency of the 
government in taking over private en- 





sent a_ 


terprises such as workmen’s compensa- 
tion insurance. 


4 HOS. ESTES of Birmingham, Ala., 
chairman of the insurors committee, 
who originated the term and is ardently 
advocating its use, said that advertising 
copy has been prepared in order to en- 
list the favor of local boards in institu- 
tional publicity. The advertising reflects 
the highest standard of agency service, 
He said that agents in general are fav- 
oring the use of the word “insuror” to 
designate the professional agent. 

A telegram of good wishes was re- 
ceived from Henry Evans, saying that 
with 42 state legislatures in session this 
season all insurance men must stand to- 
gether. George D. Markham of St. 
Louis, ex-president of the Association, 
who had arrived during the Thursday 
afternoon session, was called to the 
front and standing at the rostrum 
clasped hands with his old friend Col. 
Walker Taylor of Wilmineton, N. C. 
It was a meeting of two old association 
war horses. 


AMES L. MADDEN, manager of the 

insurance department of the United 
States Chamber of Commerce, spoke on 
some of the agency problems from the 
standpoint of organized business. IA) i- 
ness men expect agents to know their 
business and be fitted to adopt insur- 
ance to meet their needs. They ect 
pect agents to be sincere and thoroughly 


honest. Mr. Madden declared that 
business men must know more about 
insurance. Much friction results be- 


cause of lack of proper understanding. 
He urged insurance men to go to policy- 
holders when hostile measures come up 
and enlist their protest. The United 
States Chamber of Commerce has ap- 
pointed a committee to study insurance 
taxation from the standpoint of the pol- 
icvholders. Business men should know 
just what part of the premium goes to 
taxes. 


Braniff Discusses 
Present Day 


HOMAS E. BRANIFF of Okla- 
"Toma, president of the National As- 

sociation of Casualty & Surety 
Agents, in bearing the greetings of his 
organization to the National Associa- 
tion of Insurance Agents Thursday 
called attention to the conditions grow- 
ing out in the great strife among cas- 
ualty companies for business. The race 
for premiums and agents has resulted in 
the cost of acquisition mounting up- 
ward. Mr. Braniff said that in his opin- 
ion the insurance commissioners should 
be the medium to call a halt and fix 
limits of commissions and see that com- 
panies live up to the rules established. 
Under the New York department ruling 
of some years ago 17.5 percent was 
fixed as the limit of acquisition cost for 
workmen’s compensation. He said that 
this limit is discarded. Brokers render- 
ing little or no service are receiving 
from 15 to 17.5 per cent, especially 
from branch offices. Added to this 
must be an extra 6.5 percent for super- 
vision. The acquisition cost therefore 
has run up until it has reached 25 per- 
cent and in some cases 28 percent. The 
flerce struggle for business is in the 
large cities, where the volume of busi- 
ness is big. However, the effect of this 
higher cost is felt by agents all over the 
country. 


R. BRANIFF said that in compe- 

tition with mutuals and reciprocals 
the cost of the insurance is the main 
factor. Under the present high pres- 
sure system the acquisition cost is in- 
creasing and is affecting the price to the 
public. The public, he said, is resenting 
this, as is reflected through the senti- 
ment of the insurance commissioners. 
Mr. Braniff said that Superintendent 
Stoddard of New York, in his address 
at Lake Placid, declared that the ques- 


W. J. Beggs, president of the Cleve. 
land Fire Insurance Club, said his or- 
ganization is the only local board that 
has a membership in the United States 
Chamber. He offered a resolution com- 
mending the work of the Chamber and 
particularly its insurance department, 
The resolution requested that local 
boards and state associations join the 
Chamber. 

George D. Markham of St. Louis 
asked those who were members of their 
local chamber to arise. About 80 per- 
cent so signified. He then asked those 
to arise who had received the insurance 
literature of the United States Cham. 
ber. Only a handfull responded. Presi- 
dent Case said it showed the local cham- 
bers were not distributing this valuable 
material. He suggested that local agents 
get in touch with the secretaries of their 
local chambers and see that this material 
is sent to members. President Case 
read a telegram of good wishes he sent 
the presicent of the American Bankers 
Association in convention assembled in 
New York City. 


EORGE G. BULKLEY, vice-presi- 

dent of the Springfield Fire & 
Marine, gave the last set address Thurs- 
day. He referred to the agency prac- 
tices of years ago in this country in New 
England. Mr. Bulkley said that the ex- 
pense problem is a vexing one. It is 
not a sudden one. It has been coming 
for years. The war had a big effect. 
Mr. Bulkley is a hard headed New Eng- 
lander who is delving into insurance 
subjects intelligently. The adoption of 
the graded commission plan and: the 
high commission paid on automobile in- 
surance have caused the ratio to in- 
crease. Underwriters agencies are 3 
strain on the business, he said. 

The entire party was taken to Whit- 
tington Park following the afternoon 
session Thursday, where an old time 
barbecue supper was served by the 
Arkansas agents. 


Abuses of 
in Casualty Field 


tion of acquisition cost could be regu- 
lated in one of three ways. In the first 
place the legislators can take a_ hand 
Mr. Braniff, however, deplores regula- 
tion by statute. In the second place the 
companies might settle it. Mr. Braniff, 
however, said that the companies’ ex- 
ecutives can not seemingly get together 
because of their varioyis differences. 
Mr. Braniff in this connection said that 
the companies in dealing with their 
agents have an advantage because what 
they tell the agents goes as law. The 
local agents deal with the purchasers of 
insurance and what the agents say does 
not always go with the public. If the 
companies could act as a unit they 
would be the ones to settle the ques- 
tion. 


HE third medium through which the 

subject of acquisition cost can be 
settled in the insurance commissioners. 
They can do this by departmental rul- 
ing. Mr. Braniff said that the National 
Association of Casualty & Surety 
Agents is in favor of the commissioners 
taking hold of this issue. He said that 
he believed that the insurance commis- 
sioners could be trusted to do the square 
thing. The public is not complaining 
of the commission rule of the present 
but it does object to the abuse of the 
rule. Mr. Braniff said that unless these 
abuses are eliminated dire results will 
follow. The liquor interests and the 
railroads either refused or neglected to 
purge their business of its evils with 
great detriment to all concerned. Mr. 
Braniff said that the commissioners can 
handle this question better than the 
legislators. If the agents, companies 
and commissioners will cooperate they 
can bring order out of chaos. He said 
that something must be done in short 
order to stay the condition of strife, tur- 
moil and change. 
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“Solicitors” and 
Fire Prevention 


T the Atlantic City Convention of the National 
Fire Protection Association one of the speakers 
stated that the insurance agents of the country were 
largely responsible for the increased fire losses. He 
was followed by President Case who took vigorous 
exception to the statements made and added: 


2 ae is confusing the 
local agents of the country with that class 
of men known as ‘solicitors,’ who are 
simply in business to secure commissions 
on any lines they may write. * * * Fora 
quarter of a century the National Association 
of Insurance Agents has co-operated with your 
Association and with other organizations in 
an attempt to educate the public in the matter 
of Fire Prevention.”’ 


The Glens Falls heartily endorses this defense 
of the Local Agent. Its thousands of representatives 
are contributing actively to the promotion of Fire 
Prevention, many of them in a distinguished way. 


Such men regard themselves as “unofficial pub- 
lic servants” and bring credit to the great calling to 
which they belong. Every community is safer for 
their presence. 
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A Panacea for the Needs of the Hour 


S my mind’s eye wandered over 
A our business field and I visualized 

the many problems that face this 
great profession of ours, I realized that 
my time would not permit me to dis- 
cuss them individually, nor would my 
inexperience enable me to suggest a 
remedy in each case, but, with the wild 
abandon usual to an idealist, I am going 
to suggest a panacea for all our ills. 
That is a medical term, and I do not 
know that the medical fraternity has 
ever discovered one that could be put 
into practice, but our M. D. friends 
have, through the medium of accom- 
plishment, prescribed for us a remedy 
for our utmost needs—they have pro- 
fessionalized their business. I have not 
studied the history of the medical pro- 
fession, but I can recall many of the 
crude methods formerly used to lessen 
our physical sufferings and I do not 


need to recite the marvelous accom- 
plishments of recent generations of 
medical research. The witch doctor 


and medicine man of yesterday are the 
scientific physician and surgeon of to- 
day. 
NSURANCE men, we must pass 
through the same process of evolu- 





ERNEST B. DUNNING, Duluth, Minn. 
Regional Vice-President 


tion. We have many witch doctors and 
medicine men in our ranks today, and 
until we have set and attained a pro- 
tessional standard in our business, we 
have little right to add the title of in- 
suror to our commercial names. The 
value of a trademark is established by 
the quality of the commodity or com- 
mercial enterprise it represents, and un- 
til every member of our association and 
his associates can measure up to a cer- 
tain standard of qualifications, we are 
cheapening the value of our trademark. 
We must admit the relative infancy of 
the business we are conducting—many 
of the lines of insurance we write to- 
day are less than 20 years old and these, 
as well as the older lines, meet with so 
many changes from day to day that if an 
insuror is inactive for one year he is 
completely out of training. We really 
have but a generation or two of vet- 
erans in our ranks and the phenomenal 
growth of the business has from neces- 
sity drafted a great number of untrained 
or semi-trained men into its forces—it 
is these men, who are daily represent- 
ing us through personal contact with 
the public, that we must provide for: it 
is their careers we must shape in de- 
veloping a professional plane for our 
business. 

What creates a 


Vhat profession and the 
protessional man? 


\ certain knowledge, 


oY &. 8B. 


attained by a period of study; a certain 
degree of efficiency reached by a pre- 
scribed period of training or apprentice- 
ship. A final examination as to ultimate 
fitness and the student has become a 
professional man with a degree or title 
signifying his right to practice among 
his fellowmen. 


OW many men in our business, en- 

tered it in that way? So few that 
the number is negligible. And yet we are 
conducting one of the world’s largest 
business enterprises. The stability of 
banking and commercial credit is in 
our hands. Every indemnity contract 
we place is a rock of protection, if prop- 
erly written, or a delusion if carelessly 
or unintelligently drafted. Our respon- 
sibility is so tremendous that is it any 
wonder that certain restrictions, stand- 
ards and qualifications are continuously 
being set up for us by legislative meth- 
ods, which, by the way, is the only sys- 
tem of control the insurance buying 
public has over us. That is all wrong. 
In the first place, the necessity should 
not exist and then legislative purpose 
and political intent have such a way of 
becoming entangled, that the real objec- 
tive is seldom gained. We should con- 
duct our business so that a minimum 
amount of controlling legislation is 


open to the fraternity. 








necessary. We should set up our own 
standard of qualifications and business 
conduct, and if we carry them through, 
the need of legislation will be forgotten. 


I have never been able to look with 
complete favor upon the so-called 
agency qualification law. In the first 


place, I deplore the necessity of it and 
in the second place, I believe it is no 
more practical to legislate a qualifica- 
tion code into the American agency sys- 
tem than it has been to enforce Volstead 
prohibition upon the American public. 
By that I mean that the influence to de- 
velop a higher degree of professional 
attainment and the standards under 
which we shall enter and conduct the 
business, should and must come from 
within our own ranks, to be most effec- 
tive. If it is bred into us, it will be a 
natural development. If it is grafted on 
to us, it will always be an abnormal 
growth. Anyhow, gentlemen, aren’t we 
men enough to analyze curselves, our 
business, our responsibilities to the pub- 
lic and set up a proper standard of 
operation, and then live up to it every 
day of our careers. 


DO not wish to be understood as be- 

ing unfriendly to the fully appreciated 
cooperation that has been given us by 
Commissioner Donaldson. and other 
public officials, in solving this question. 
We needed some such outside influence 
to awaken us to our responsibilities, and 
by his plan of using insurance men on 
supervisory boards to pass upon ‘the 
qualifications of applicants for license, 
he indicates, I think, his impression as 
to where the responsibility should be. 
and if he is confident that one insur- 


E. B. “Duke” Dunning is regional vice-president for the northwest of 
the National Association of Insurance Agents. He was elected president of 
the Minnesota Association at its recent annual meeting. A member of the 
agency firm of Dunning & Dunning of Duluth, Minn., he is a personal 
producer of ability. Mr. Dunning is one of the most aggressive and popu- 
lar of the local agents in the northwest. r 
association work and has spoken before several state conventions. 
a student of the business and has developed an ideal line of improvement 
for the association and individual members to undertake, the important 
feature being the drawing up of qualification rules as members of the pro- 
fession and not at the direction of the law-makers. | ; 
with a clear vision of the future and he sees one line of improvement now 
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ance man can conscientiously pass upon 
the qualifications of another, he must 
have a secret feeling that most of us 
will honestly apply the same code to 
ourselves. But, all qualification laws 
that have been offered to date have 
more to do with moral and ethical re- 
quirements than with professional stand- 
ards, and if we are going to control this 
process of elevation ourselves, we must 
add a new paragraph to our code which 
will require knowledge of, or an appren- 
ticeship in our business before the appli- 
cant is qualified to go before the public 
as an insuror. Others will not see us as 
professionals unless we convince them 
that we have, and actually do have, par- 
ticular specialized knowledge of our 
business. 

Before a recent state convention | 
advocated the plan of requiring one year 
apprenticeship in an established agency 
before a license is granted. What would 
be the result? Irresponsible brokers and 
solicitors, who do more to prejudice our 
business in the eyes of the public, than 
any other source, would be eliminated. 
An agency would be compcesed of insur- 
ors with a degree; not a mere license to 
prey for commissions. Apprentices 
could carry on the detail work of the 
agency during the period of preparation 


He has taken an active interest in 
He is 


He is a fire underwriter 





and would finally go forth to sell insur- 
ance by knowledge, not by misappre- 
hension. The assured would consult 
with and buy his insurance from a qual- 
ified insuror with the same confidence 
in the profession that he holds for his 
banker or attorney. And, incidently, 
with how much more confidence could 
companies do business with such an 
agency system and how much, greater 
power and authority could be vested in 
the agency. 

ATER I gave consideration to the 

idea of training schools for new 
entrants to the business and also for 
many of us who have been in long 
enough to realize how little we really 
know about it. In the cities of sufficient 
size, the cost to the representative agen- 
cies would be comparatively small to 
conduct such courses, as much of the 
teaching talent could be secured from 
agency department managers, supple- 
mented by home office officials who al- 
ways welcome an opportunity to display 
their superior knowledge. That leads me 
to another thought. Many companies 
are now conducting training schools for 
special agents who are sent forth to in- 
struct and work with the local agency, 
and who would be more interested in 
this educational movement than the 
home offices. If a constructive plan of 
nation-wide local agency education 
could be presented to the companies to- 
day, I will guarantee it would have their 
hearty and cordial support. Such a plan 
would have to be coordinated through 
some central agency and what greater 
work could the National Association of 
Insurance Agents do for the local agents 
of the country than to sponsor a com- 


prehensive plan of agency education jn 
collaberation with the companies. It j< 
time for the National Association to yn- 
dertake some form of constructive, edy- 
cational work for its members in addition 
to the general welfare work which jt 
has so successfully carried on these 
many years. It such a plan were offered 
to the members of this organization. 
can you imagine where its membership 
numbers would go? 


HEN there is another element we 

need in this Utopian plan—the insur- 
ance press, and if I were, at this mo- 
ment, to ask our friends Cartwright 
Hitchcock, Underwood, or any other 
members of the press, whether they 
would join us in a practical plan oj 
agency education, I know we would get 
a hearty response, for they have been 
the forefathers of such a plan in their 
own columns. And right here, let ys 
use a suggestion recently made by S. H, 
Kellar, a local agent of Missouri. Hyn- 
dreds of thousands of dollars are spent 
each year by the companies in the ad- 
vertising columns of the insurance press 
for a class of display advertising that 
could well be replaced by instructive, 
educational matter, all part of our care- 





J. WALTER DODSON, Hot Springs 
Chairman Convention Committee 


fully developed plan. Understand, we 
are not going to buy less space in the 
press, probably more, and I am not 
detracting from the value of your space 
for advertising purposes, but it is worth 
more to us, the agents, for educational 
purposes, although perhaps no more to 
the fellow who pays for it. 


O we agree that knowledge acquired 

by education and efficiency gained 
by a period of experience are the quali- 
fying factors to  professionalize our 
business? Yes. Then who are the in- 
terested parties? The agents with the 
ambition to improve; the companies 
with a desire to and a reason for pro- 
moting that improvement; the National 
Association which stands ready to ad- 
vance the interests of its members and 
the companies they represent, when 
such interests are compatible: the insur- 
ance press which will work for our im- 
provement with the same vim that it 
has battled for our rights. Surely, from 
this quartet we can get harmonious ¢o- 
operation to evolve a plan that will pro- 
duce the desired element in our business, 
a graduate, professional, insurance man 
who will better serve his own seli-re- 
spect and his pocketbook as well as the 
public and the companies to whom: he 
is equally responsible. The companies 
want this type of representative for they 
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“On Guard” 


The Continental has sixty nine years The trademark of the Continental, the 
of consistent square dealing to its 


credit. It is one of the “old reliables” We of ’ 
of the business, and its contract of ine P™S°*S the alert spirit of protection 

’ . . . 
demnity carries a perfect guarantee of | Which the company has invariably 
loss payment on every valid claim. offered. 


aggressive Minute Man of ’76 ex- 


The CONTINENTAL Insurance Company 


Cash Capital—_TEN MILLION DOLLARS 


HENRY EVANS NORMAN T. ROBERTSON 
Chairman of the Board President 
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can transact a greater business at a less 
cost and with great relief to careworn 
home office underwriters who now 
struggle with the inaccuracies and de- 
ficiencies of inexperienced agents. The 
public wants to do business with a pro- 


fessional insurance man, for you can 
check up in any city or town in the 
country and find that the agent who 


has established a reputation for know- 
ing his business is the one who is get- 
ting the bulk of it. And here is the most 
important point for any ot you skeptics 
—the agents themselves are eager to 
grasp any educational plan, any desir- 
able influence, any helpful cooperation 
that will add dignity and prestige to 
their business, promote fellowship and 
good practices among themselves and 
closer relations with their companies. 


OMPANY officials, can you afford 

to overlook this opportunity to ad- 
vance the interests of your co-worker 
if not your co-partner? Last year, 
through the establishment of conterence 
committees you made a friendly and 
diplomatic step of great importance, 
but wasn’t it anticipated that the prin- 
cipal function of those committees 
would be to arbitrate differences of 
opinion or settle matters of policy? 
Let’s take another step forward this 
year by appointing joint conference 
committees, whose sole purpose shall 
be to formulate and coordinate plans of 
an educational nature and to promote 
that spirit of fraternalism which should 
be back of all our re!ations. In the end, 
your original committee could retire for 
lack of usefulness, I believe. 

It is undeniable that companies and 
agents are co-partners in every sense of 
the word, as we are jointly operating a 
business with equal responsibility to the 
public where we serve. I firmly advo- 
cate closer and more harmonious rela- 
tions between these partners and believe 
many of the problems that confront us 
both in the field could be solved or 
eliminated by a better coordination of 
working interests. 


N this development of the professional 
insurance man we must not forget 
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The bath houses at Hot Springs, all under the supervision and control of the 
United States government, are a big feature of the resort and one of which the 
agents attending the convention this week took full advantage. The picture shows 
part of the so-called “million dollar” bath house row. 











that we need manhood and good citizen- 
ship to: build upon. It is not necessary 
to preach character or business ethics 
to this audience, but citizenship can be 
advocated anywhere and consists of 
best serving our fellowmen, our com- 
munity and our country. We should en- 
gage in every worth-while activity, 
whether it concerns insurance or not 
and coincident with our business, preach 
and promote fire and accident preven- 
tion. Reducing fire waste and human 
suffering will not likewise reduce pre- 
mium income but will be a humanitarian 
work that is a stepping stone to the pro- 


fessionalism we are seeking; and reduc- 
tion in losses means reduction in rates, 
and as the cost of insurance is reduced, 
that much more will the public invest 
in our business. Our individual efforts 
in this respect may seem small, but the 
cumulative results of thousands and 
thousands of services rendered over a 
period of years will have a mighty ef- 
fect in reducing the loss of life, limb 
and property throughout the land. Our 
influence should be felt in every local 
Chamber of Commerce; in the Rotary, 
Kiwanis and Lions Clubs, or any com- 
mercial or civic organization that has 





——— 


for its ideals higher citizenship, more 
cordial fellowship, better and safer liy- 
ing conditions. 

Be friendly with your competitors, for 
while competition is the stimulating life. 
blood of business, competition need not 
exist in the unfriendly sense of the 
word. The local board is the great sta. 
bilizing factor in creating good fellow- 
ship, mutual understanding and friendly 
competition, and once that is  estab- 
lished, there will be plenty of business 
to go around, and friendliness with jt. 


AVING mentioned the local board, 

let us pause for a moment and ap- 
preciate its strong influence in develop- 
ing this professional insuranceman of 
ours. No one local insuror can carry 
the entire burden of this process of evo- 
lution, for while his good influence will 
be recognized by the public, it will but 
accentuate the position of the others. 
This movement calls for the organized 
effort of every insurance man in a com- 
munity, and no locality is too small to 
organize. A local board of five enthy- 
siastic, earnest workers is a better work- 
ing unit than a larger organization and 
comparatively speaking, its influence js 
just as great, and when the insuror has 
grasped the value of loca! trade organi- 
zation his vision will broaden; he will 
find that problems which he had con- 
sidered to be local in nature are state- 
wide and nation-wide and he naturally 
broadens his activities by attaching his 
local unit to the state association and 
the parent organization; and once the 
insurance man lifts his eyes beyond the 
four walls of his own office and lends 
his hand to the general welfare of the 
business, he ceases to be the ordinary 
local agent and has stepped into the 
class of professional insuror. 


Clarence Axman, editor of the “East- 
ern Underwriter,” the greatest feature 
writer in insurance newspaperdom, 
wrote a column each morning for the 
Hot Springs ‘“Sentinel-Record” telling 
something of the men of the convention. 
Axman writes in a chatty way and his 
stuff was eagerly read. 
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Opportuni 


EVER has there been a time in 
N the history of insurance when 

more opportunity existed for con- 
structive work. At the recent Conven- 
tion of Insurance Commissioners the 
fire committee of the convention con- 
ferred with representatives of the Na- 
tional Board for the purpose of com- 
bining in one rating organization all of 
the rate-making bodies of the United 
States. There was also presented to the 
convéntion a plan for expanding the 
National Council on Workmen’s Com- 
pensation, so that eventually casualty 
rating for the United States should be 
done by that body. This action on the 
part of the convention means that the 
prevailing sentiment of the Commis- 
sioners of Insurance of the United 
States seems to be in favor of uniform- 
ity of rate-making methods in fire and 
casualty lines. 


HEN the New York rating law 
was amended last spring so as to 
give the New York department super- 
vision over rates, not only as to unfair 





FRANCIS R. STODDARD, JR, 
Superintendent of Insurance, New York 


discrimination, but also as to adequacy 
and reasonableness, many agents were 
fearful that the law would be used to 
their detriment. It must be admitted 
by all that agents are necessary in the 
insurance business. The legitimate 
agent who performs real service for the 
insured has no reason to fear the effect 
of the law. I have been to other agents’ 
conventions, and I am impressed with 
the very broad-minded attitude of the 
leaders among the agents. With men in 
control, such as you have in your as- 
sociation, I am certain that all of the 
troubles now besetting the insurance 
business, as it affects the agents, will be 
settled by the agents and companies 
themselves without having recourse to 
any action under any rating law. There 
are, however, abuses existing in the in- 
surance business, and I can think of no 
better agency for eliminating them than 
associations such as yours. 


HE first evil that I am: going to 

mention is that there are too many 
agents. For this situation, the compa- 
nies are largely to blame. The compa- 
nies seem to desire to multiply their 
agencies far beyond the number. that 
could most satisfactorily handle the 
business in the locality. Obviously, 
each new and unnecessary underwriting 
annex increases the company’s expenses 
of doing business and lessens the value 
of agencies previously established. 


Where a few could make an excellent 
profit and give real service, many are 
appointed most of whom=> make _ smalls 


By FRANCIS R. 


profits and give little service. Compa- 
nies also compete with each other for a 
place in the agencies and thereby force 
up commissions. You can use your in- 
fluence with your companies to stop 
this condition. If the National Board 
carries out the request of the fire com- 
mittee of the National Convention of 
Insurance Commissioners, all fire com- 
panies will be guided by the same rules 
and regulations as to numbers of agents 
and these troubles may be a thing of the 
past as to such companies. 

I believe that every insurance com- 
missioner is impressed with a _ great 
menace that threatens your business. At 
the present time, in nearly every state. 
agents are licensed without examination 
as to qualifications, the theory being 
that the company solely should be re- 
sponsible for the selection of an agent. 
As a result, agents are being constantly 
appointed who are not only unfit to rep- 
resent companies, but also are a men- 
ace to the interests of the insured. It is 
my belief that the time is coming when 
an agents qualification law in some form 
will be a law in every state. The Na- 
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in effect to a rebate, and yet it is most 
difficult to prove this fact legally. Again, 
we have the situation where a relative 
or close personal friend of an insured 
is licensed as agent or broker, so that 
he may receive the commission. This 
does not amount to a rebate, but no 
service is rendered by such person, and 
he does not earn the commission. I 
believe that more and more insureds are 
seeking to gain some advantage from 
the placing of their insurance by the 
elimination of the law-abiding, real 
agent. As superintendent of insurance, 
I have considered this question very 
carefully, and I believe that agents’ or- 
ganizations are the best means for elim- 
inating the unfit agent. 


REGRET to say that the department 

acting alone has frequently been un- 
able to obtain information which would 
permit it to take away the licenses of 
the unfit agents even though they have 
been guilty of flagrant dishonesty. The 
cause of this is that there seems to be 
a mistaken feeling among agents that 
they should not complain about a 
brother agent to the department. I do 
not agree with this sentiment, never- 











of New York, having held that 
Phillips late last year. 


ness. 


basis. 








Francis R. Stoddard, Jr., is superintendent of the insurance department 
osition since the retirement of Jesse S 
: Mr. Stoddard, however, was deputy superintendent 
for seven years prior to his appointment and practiced insurance law for 
many years in connection with his general practice. 
business deeply and from every angle and is at this time attempting to 
bring about an amity of relations in the state of New York. His activities 
in the matter of acquisition costs and the handling of centralized rating 
have brought him before the attention of all engaged in the insurance busi- 
_Mr. Stoddard is without doubt one of the leading state insurance 
executives and is striving to build the business on a sound and healthy 


He has studied the 














tional Convention of Insurance Com- 
missioners has gone on record in favor 
of such a law; the difficulty is how to 
apply it. I hope this problem will soon 
be solved. 


N addition to preventing unfit persons 

from being made agents it is also 
necessary to eliminate the unfit who 
have already been appointed. At the 
present time the practice is getting more 
and more prevalent for an insured by 
whom large premiums must be paid, to 
have an officer or employee appointed 
by the insuring company as agent for 
the sole purpose of getting for that per- 
son the commissions on the business 
of the insured. Sometimes an agency 
corporation with the stock owned by 
the insured is formed for the purpose 
of accomplishing the same result. No 
other insurance business is done by 
such an agent. New York superintend- 
ents of insurance have ruled that where 
the person receiving the commission is 
not the one who pays the premium, the 
law does not prohibit the payment of 
such commission provided it is dis- 
tinctly understood that the person re- 
ceiving the commission will retain the 
same, and that such commission will 
not in any way result in a reduction of 
the cost of the insurance to the person 
paying the premium. This rule un- 
doubtedly arose because of the difficulty 
of proving that the insured receives 
some benefit from the commission paid 
to the officer or employee, and yet each 
one of us well knows that if an officer 
or employee of an insured'is receiving 
a large sum in commissions, that fact 
is bound to be taken into consideration 
in the fixing of the salary of that officer 
or employee. Such officer or employee 
generally knows-nothing about insur- 
ance, and renders no service to the in- 


sured. Every such. transaction.amounts 





theless no one can deny that it exists. 
I believe that your association is in a 
position to eliminate largely the unfit 
agents for the reason that this work can 
be and should be done primarily by the 
agents themselves. If your business is 
to be kept on a high plane, you must co- 
operate to keep it there. The standard 
of ethics of insurance agents generally 
will be what you set. You individu- 
ally and collectively must co-operate if 
you wish to see an end of the abuses 
that are getting more and more preva- 
lent in your business. At the Syra- 
cuse meeting of the New York State 
Agents’ Association I made a sugges- 
tion which I believe has met with ap- 
proval from your New York members, 
and that is when an agent finds that 
some abuse exists, he shall send the 
facts to a committee of his fellow 
agents which will make a full investi- 
gation. If there is no basis for the com- 
plaint, the matter will go no further. 
If the complaint is well founded, your 
association is in a position to submit 
officially the facts to the state depart- 
ment as an association complaint. The 
facts will have been well investigated, 
and the association, not the agent, will 
bring the matter to the attention of the 
department. I believe that your own 
association will be able to dispose of 
nearly every abuse, and that abuses will 
come very seldom to the department if 
this procedure is followed. 


OUR association can accomplish 

even more than the department in 
certain cases. For instance, let us as- 
sume that the vice-president of a large 
corporation has been appointed an 
agent, and is doing an insurance busi- 
ness only with the corporation. Under 
such circumstances it might be difficult 
for the department to produce evidence 
which would stand in court, and which 


-would prove ‘that a rebate actually ex-— 


ty for Agents Association 


isted. Such an officer would probably 
lose his agency, if the situation came 
to the attention of his company. I am 
very much impressed by the ‘fact that 
it is entirely to your interests to make 
the business of insurance agent a 
reputable one and to eliminate the dis. 
reputable persons in it. 


wae plan that I have set forth has 
been successfully tried by the Life 
Underwriters’ Association of New York 
City. For instance, when a life insyr- 
ance agent loses a case, because some 
other agent has rebated, the first agent 
will go to the Committee on Ethics of 


the Life Underwriters’ Association, 
which committee will summon the 
offending agent before it. The resylt 


has been that agents who have violated 
the law have been either warned not to 
repeat their offences, or in other cases 
their licenses have been taken away from 
them by the companies at the request 
of the Life Underwriters’ Association, 
or in other cases, the Life Underwriters’ 
Association has furnished the district 
attorney with evidence and has obtained 
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JAMES T. CATLIN, JR. 
Chairman Fire Prevention Committee 


convictions in court. This association 
has a standing offer of a $250 reward to 
be paid to anyone who furnishes evi- 
dence upon which a conviction is se- 
cured for violation of the anti-rebate 
aw. 

The effect of the work of this sub- 
committee of the Life Underwriters’ 
Association has been excellent in elim- 
inating unethical practices from the life 
insurance business. This sub-commit- 
tee of the Life Underwriters’ Associa- 
tion seldom has occasion to go to the 
insurance department for assistance for 
the reason that the companies in almost 
every instance will revoke the license 
of agent at the request of the associa- 
tion. It should be said to the credit 
of the association that it does not pro- 
ceed against an agent unless the best ot 
reasons exists for such action. 


HERE has been much talk of try- 

ing to reduce the premiums which 
must be paid by the insureds. One of 
the elements of the premium is the 
loading, and one of the largest elements 
of the loading is the acquisition cost, 
and one of the largest elements of the 
acquisition cost is the commission paid 
to the agént or broker. Many promi- 
nent insutance men have publicly stated 
that acquisition cost must be lowered, 
and many intimate that the rates 0 
commissions paid to agents should be 
revised. It is claimed that certain 
agents are demanding and getting exces- 
sive commissions in addition to bonuses 


and -proft-sharing agreements ttider 
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THE FIREMAN’S FUND WAY 


ee HE Fireman’s Fund Way” reads a You may like the particular individ- 
headline in an insurance journal. uality of the Fireman’s Fund or you 
“He’s a dyed-in-the-wool Fireman’s ™4Y not, but you will probably agree 
Funder” was the introduction given a readily enough that the Fireman’s 


Fireman’s Fund man who was to speak Fund Insurance Company 4as an in- 
at a luncheon. dividuality. 


“There seems to be an individualism in It has been the company’s good for- 
corporations, as well as persons, and the —_— tune to find that “The Fireman’s Fund 
Fireman’s Fund has signally illustrated Way” appeals to the type of agents that 
that idea,” wrote John B. Reeves, Fire- | the Fireman’s Fund—and about every 


man’s Fund agent at Charleston, S.C. other company—likes to have. 
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threats of transferring their business 
elsewhere. I do not believe that any 
agent will maintain that the present sys- 
tem is perfect. No system is logical ot 
right which permits the payment ot 
commissions to agents merely because 
of competition for premium volume, and 
not because of the services rendered. 

Everyone must agree that the com- 
petent agent earns his commission for 
valuable services rendered in the ordi- 
nary case ,and it is necessary for the 
welfare of the business that his interests 
be protected. However, you men are 
fair, and while you wish to be paid ade- 
quately for your services, you do not 
desire any commissions to which you 
are not justly entitled. From what | 
have seen of you, I know that you will 
be among the first to co-operate to elim- 
inate excessive or unwarranted com- 
missions if you are convinced that an 
abuse exists. I believe that the agents 
would especially be in a mood to do 
everything possible to eliminate exces- 
sive acquisition cost, if a situation is 
brought about where the legitimate 
agents obtain the insurance business 
of the country. If many persons who 
know nothing of insurance become 
agents simply to get certain commis- 
sions from friends or employers, this 
takes away just so much from the legiti- 
mate agent. If, on the contrary, all of 
the insurance business of the country 
can be limited to those fewer men who 
are qualified to handle it as legitimate 
agents, their remuneration will be 
largely increased, and they will do 
everything possible to aid in the reduc- 
tion of acquisition cost. 


AST week I attended the meeting 
of the National Association of 


Casualty and Surety Agents at Lake’ 


Placid, N. Y. The greatest frankness 
was exhibited by the agents in discuss- 
ing their problems and towards the end 
of the session the company officers who 
were present attending the convention 
of the National Association of Casualty 
and Surety Underwriters joined in the 
deliberations of the agents’ association 
and “all cards were on the table.” The 
agents present showed that they were 
earnest in their determination to cor- 
rect the abuses in their business. For 
instance, statements made at the con- 
vention indicated a general practice to 
the effect that certain companies are 
violating the rule that acquisition cost 
of .workmen’s compensation insurance 
shall be limited to 174 percent on any 
risk. When this rule was promulgated 
it was anticipated that possibly 10 per- 
cent would be paid to the agent and 
the remainder would cover the other 
expenses necessitated by the acquisi- 
tion of the business. At the present 
time, it was shown that companies are 
commonly paying in excess of 10 per- 
cent for the production of the business 
and in addition to that have incurred 
supervising and business getting ex- 
penses which have created a total ac- 
quisition expense greatly in excess of 
the 17% percent permitted under the 
departmental ruling. It might seem at 
first glance to be a mistake on the part 
of those of you who may be enjoying 
commissions on workmen’s compensa- 
tion business in excess of the 10 percent 
rate contemplated, to aid in the reduc- 
tion of your own commissions, but let 
me say to you that this practice has be- 
come an abuse which has attracted the 
attention and brought about severe 
criticism on the part of the insuring pub- 
lic. If you do not correct the excessive 
costs and the abuses in your own busi- 
ness, others will do it for you and they 
may go further. , ; 


We ate forbear closing without 
one word about the insurancce busi- 
ness generally. Evervone of you should 
be proud to be in the insurance busi- 
ness. It is a business that confers a 
benefit on mankind. The president of 
the largest life insurance company in 
the United States has largely developed 
his company by instructing his agents 
that their first consideration is bene- 
fiting their respective communities and 
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Statement January Ist, 1922 


Assets in U. S. on - - $7,104,741 
Liabilities in U.S. - - - $4,611,855 


Including Re-insurante Reserve 


Net Surplus” - - - - $2,492,886 


Losses Paid in the United States 
(over) - - - - 


$47,000,000 
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not mere premium volume. Much as 
we deplore the happening of a fire it 
must be a source of pleasure to tee 
men to ‘be the means of getting for 
some client the money that will restore 
him to financial solvency, and Perhaps 
save his wife and children from a loss 
that might have affected their entire 
lives. Insurance is one of the most 
important businesses in the United 
States and the position of agent of a 
responsible company is one of dignity 
No one ever, unless informed as to the 
figures, can realize that on Jan. 1 of 
last year one New York life insurance 
company had in assets over $1,114,000. 
G00, and a second New York company 
has recently passed the $1,000,000,000 
mark. Other life companies will soon 
be in the billion dollar asset class. The 
fire and casualty companies are like. 
wise growing, and you are the men who 
are making them grow. 

_ I wish to close with a word of Praise 
for your association. It is deserving 
of the co-operation and support of the 
insurance business generally. It should 
make for mutual confidence between 
agent and company and should prevent 
antagonisms that otherwise might arise 
So long as the representative agents 
of this country maintain their present 
desire for the betterment of their busi- 
ness along honest, sane, advanced lines 
the insuring public, the companies and 
the avents will be alike benefitted by 
organizations such as yours. i 


Big ‘‘Get Together” 
Dinner Tuesday Night 


‘The “Get Together Dinner” Tuesday 
night was one of the most pleasant in 
the history of the National association. 
President James L. Case was in charge 
of the function. Entertainment was 
provided by the Arkansas agents. This 
year the ladies were invited to the din- 
ner and they added much charm to the 
proceedings. E. M. Allen of Helena, 
Ark., ex-president of the National asso- 
ciation, and the present president of the 
Arkansas association, extended a wel- 
come on behalf of the Arkansas agents. 
A. G. Chapman of Louisville, chairman 
of the executive committee of the 
National association, spoke for the 
executive officers and A. W. Neale of 
Cleveland gave greetings on behalf of 
the ex-presidents. President Case stated 
that C. H. Woodworth of Buffalo, for- 
mer National president, and the “Grand 
Old Man” had sent greetings. Mr. 
Woodworth is ill at his home. A tele- 
gram of good wishes was ordered sent 
him. 

John F. Stafford of Chicago, western 
manager of the Sun, spoke on the value 
of friendship in insurance work, stating 
that the cultivation of true friendship 
eliminated many of the competitive 
evils. He said that so long as the 
National association maintains its pres- 
ent high standard there will be no dan- 
ger of the middlemen being eliminated. 
Col. Walker Taylor of Wilmington, N. 
C., paid a beautiful tribute to the late 
James H. Southgate of Durham, N. C. 
a former president and one of the great 
powers in the organization in his day. 
J. V. Barry of New York, fourth vice-- 
president of the Metropolitan Life, and 
T. Alfred Fleming of the National 
Board also were speakers at the dinner. 











Good Publicity Work 


Great credit for the preliminary, pub- 
licity to the Hot Springs Convention 1s 
due Miss Alta Smith, publicity director 
of the Business Men’s League of Hot 
Springs, a live body of real merit, that 
owns its splendid building and is a_vert 
table booster for the city. Miss Smith 
was trained in publicity and newspaper 
work in New York City. She was ap 
pointed the publicity manager by the 
Hot Springs local agents and did a most 
efficient job. Miss Smith is a woman of 
superior attainments. The Business 
Men’s League is doing a constructive 
piece of work for Hot Springs. 
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Western Department 
W. E. McCULLOUGH 


Pacific Coast Department 
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Insurance Co. 


of America 


Our Ever Changing Business 


“Eternal vigilance is the price of 
success” says Joseph P. Day, prom- 
inent real estate auctioneer. There 
was never a time in the business of 
insurance when greater study of 
the insurance requirements of all 
industries was necessary. 


Changing business conditions re- 
quire constant study of our busi- 


ness. It’s just at this juncture that 
the active local agents of The Queen 
are meeting with success, merited 
through close study and genuine 
assistance from their company. 


The Queen is ready, always ready 
to give all its agents every possible 
aid in meeting every new business 
problem that arises in local agency 
ranks. 


Queen Insurance Company 
of America 


Chicago, Ill. 


Home Office 
84 William St., N. Y. 


Nevett S. Bartow, Pres. 


Frederick P. Hamilton, 





Vice-Pres. 
Frank E. Jenkins, Sec’y. 

















Southern Department 


S. Y. TUPPER 
Atlanta, Ga. 


Marine Department 
JOHN E. HOFFMAN 
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HE signs of the times! Well, the 
"T times are full of signs that anyone, 
not entirely blind, can read. It 
does not take a prophet, or the son of a 
prophet, to see that we are on the eve 
of momentous changes in the whole 
business of insurance. How these de- 
velopments will affect the American 
agency system no one can foretell. 
For years past, every speaker before 
this convention has advocated prepara- 
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A. G CHAPMAN, Louisville, Ky. 
Chairman, Executive Committee 


tion for whatever might come, through 
the greatest possible service of the lo- 
cal agent to customers, companies and 
the public generally. Members of this 
body have often been told that they 
must stand as one on the declarations 
of the National Association if they 
wish to obtain the results for which 
they are striving. 


UT have they done this—the rank 

and file? I regret to say that there 
are instances in which the answer is 
“no.” In our ranks are some of the 
most progressive and far-seeing men in 
the whole business, company executives 
not excepted. They are giving their 
time and energy and intelligence to 
your interests, that the American agency 
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system may be perpetuated and the 
property rights of the individual agents 
protected. How well they have suc- 
ceeded along lines of great importance 
you all know. If we are to continue, 
yes, if we are not to lose just when we 
have gained, we must stand even closer 
than we have stood. No single agent 
or board or state association or any 
other sectional group can accomplish 
what we hope to accomplish—what a 
united National Association can accom- 
plish—but we must eliminate anything 


unqualified men styled “agents,” is 
breaking down morale, is involving a 
needless expense, from which we must 
ultimately suffer, and is adding to the 
loss ratio, for which the honest and the 
care-taking public must pay, then why 
will members who have a vision and 
know the trend, continue to favor com- 
panies engaged in such activities? 

lf we are against the “pirates” of the 
business, those demoralizers of rates, 
rules and practices, who are steadily 
undermining public confidence, making 
it more and more difficult for the con- 

















earnest message worth hearing. 


A. G. Chapman of Louisville, Ky., is one of the most able men in the | 
business today. He is a prominent local agent and is also a leader inj ! 
association activities, having served as chairman of the executive committee 
of the National Association for the past year. 
been given unstintingly to the betterment of the business and the associa- 
tion and at all times he has had the interests of the fraternity before him. 
Mr. Chapman has deeply studied the business and the signs of the time 
| and has a clear vision of many changes which must be made in the near 
future—and for all his criticisms, he has constructive suggestions and out- 
lines a workable program of future effort. Mr. Chapman’s words are 
always received with appreciation, for it is assured that he will have an 


His time and efforts have 








that has even the appearance of division 
and stand as a unit. 


TELL you, men, right here and now, 

that we cannot expect the companies, 
generally, to respect and to cooperate 
with us unless we cooperate with the 
cooperating companies. It was this 
thought that incited the executive com- 
mittee, of which I have had the honor 
to be chairman during the past year, to 
bring in the classification-of-companies 
proposal six months ago and further to 
dwell upon the idea in its report, pre- 
sented earlier in these sessions. 

Either we believe that bank represen- 
tation is a menace to the interests of 
legitimate service-giving agencies—im- 
pressed with their duty to the public— 
or we don’t! If we do think they are 
wrong in principle, why not register 
disapproval of those companies that 
persist in the appointment as represen- 
tatives of financial institutions seeking 
to influence business by force rather 
than controlling it by service? 

If we believe, as this Association so 
strongly has declared, that multiplied 
representation, through indifferent or 


scientious local agent to do business, 
why will any member of this Associa- 
tion continue te feed them? 

That which we have asked and that 
which we are asking of the companies 
must never be based on pure selfishness 
—solely in our own interests. If we do 
so, it will only mean failure. But if that 
which we propose and execute through 
the force of our loyal and far-seeing 
members, has the basis of public service 
to which we are so strongly pledged, 
nothing can stop us. 

If our acts are based on public serv- 
ice, what will be the position of the 
companies that do not cooperate? The 
answer is easy: They will be classed as 
those opposed to public service; op- 
posed to the reduction of legitimate ex- 
penses; opposed to the reduction of 
dishonest losses! 

_ Just because companies are affiliated 
in associated work does not make them 
all of one caliber any more than mem- 
bership in this association makes equals 
of service-giving offices and premium 
grabbers. But I do believe that agents, 
as a rule, who are members of the Na- 
tional Association and pay their dues 
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Local Agents 


and the expense of attending meetings 
out of their personal funds, are less sel- 
fish than are the companies and their 
managerial representatives. This, you 
will understand, is viewing class with 


class. 


GREAT many very fine and ably 
managed companies are with ys 
today in principle and practice. They 
observe the declarations of this Na- 








WALTER W. LITTLE, Hot Springs 
-Chairman Reception Committee 


tional Association just as far as it is 
humanly possible to do so. It is the 
faith and the cooperation of these com- 
panies with what we are trying to do 
that gives us courage to continue our 
work. They view us, with themselves, 
as “joint trustees” to the public to see 
that everybody gets a square deal. In- 
surance is difficult to explain in its fun- 
damental elements and with the con- 
scientious agent almost alone rests the 
burden of instilling public confidence in 
its honesty and good purpose. That 
companies do not use this elemental 
force to its maximum possibilities is 
their fault, not ours. Every one of us 
with an enthusiasm for his business 
does his best unaided. 

You men, whether located within its 
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“The first man you must sell on the 
value of your goods is yourself ’’ 


We are sold on the value of the companies we 
represent—the strongest in service—facilities for 


handling large accounts. 


We solicit your insur- 


ance accounts covering anywhere in Ohio. 


_ THE EDWARD A. WINTER COMPANY, General Agents 


1204-1206 First National Bank Building 
Cincinnati, Ohio 
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Keep Your Face Toward the Sun and the Shadows Will Fall Behind You 





Josiah Freeman of Stratford-on-Avon 


Beginning with the appointment of Josiah Freeman of Stratford-on-Avon 
(Shakespeare's birthplace) in 1710, the SUN OF LONDON has selected 
its agents with the view of building up and holding intact an agency organiza- 
tion second to none in the world. The SUN agent is therefore an important 
business factor in his territory and is recognized as a man of integrity whose 
word is as good as gold. The SUN Sign brightens the underwriting sky. 


SUN INSURANCE OFFICE 


of London 
Established 1710—The Oldest Fire Insurance Company in the World 





Firmly planted, and growing lustily in the underwriting light of THE SUN is 


The Patriotic Assurance Co., zd. 


Dublin, Ireland 


FOUNDED 1824 


United with the parent company in one great organization; one in ideals, solvency, 
methods and purposes and dispensing that peerless service that has made THE SUN 
the leader in good agencies wherever sound insurance is sold. 





UNITED STATES BRANCH WESTERN DEPARTMENT PACIFIC DEPARTMENT 


54 Pine Street, NEW YORK 76 West Monroe St., CHICAGO SAN FRANCISCO 
PRESTON T. KELSEY, U. S. Manager JOHN F. STAFFORD, Mgr. C. A. HENRY, General Agent 
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GLOBE & RUTGERS FIRE ! 


INSURANCE COMPANY 


111 WILLIAM STREET, NEW YORK 


Cash Capital, $700,000 


Assets January lst, 1922 
$46,652,573.38 


Surplus to Policyholders 
$13,639,689.34 











E. C. JAMESON, President 





LYMAN CANDEE W. H. PAULISON 
Vice-President Vice-President 
J. H. MULVEHILL W. L. LINDSAY 
Secretary Secretary 
A. H. WITTHOHN J. D. LESTER 
Ass’t Secretary Ass’t Secretary 
M. J. VOLKMANN G. C. OWENS 


Local Seeretary Ass’t Sec: etary 
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STRENGTH—SERVICE—SUPPORT 











An agent for the Globe & Rutgers has always STRENGTH, 
SERVICE and SUPPORT behind him 


Strength—The Company’s Statement Tells the Story 
Herbice—Policies Issued Promptly—Immediate Settlements 
Support—A Full Staff of Specialists to Assist You. 


WRITE TODAY 


GLOBE & RUTGERS FIRE | | 


INSURANCE COMPANY 


| 59 JOHN STREET, NEW YORK 
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jurisdiction or not, cannot have 
failed to.observe how the Union—that 
western organization of great. under- 
writing influence—after jockeying for 
years on matters of policy and proced- 
ure, has taken drastic action when 
facing a curtailment of its prerogatives 
by the national movement ior unifica- 
tion, proposed by the Commissioners’ 
Convention and accepted in principle by 
the conference committee of the Na- 
tional board. Though recently this or- 
ganization appointed a committee of 
conference to deal with local agents, do 
you know that it has legislation on its 
books, providing that individual mem- 
bers shall sign no pledge nor agreement 
with any national, state or local asso- 
ciation of agents, involving any matter 
of general or special policy. 


| SAID that we agents could not af- 
ford to be narrow or selfish in our 
dealings with the companies and I say 
to you that no organization, either, can 
afford to be wholly selfish in its deal- 
ings with agents. I cannot believe that 
executive officers of companies gener- 
ally know that such a rule is spread on 
the minutes of one of its greatest asso- 
ciations. There that rule stands, though, 
an archaic wall to openmindedness, 
because there is no principle for which 
this association stands that cannot be 
met by him who pledges himself—and 
with no distress to competing offices. 
Such pledges as he may make must ap- 
peal to him as good practice and good 
business judgment—good public policy. 


HERE are two ways, and only two 
ways, as I see it, to deal with the 
companies: The first is to codify all of 
our declarations into the form of a 
pledge and offer it to the companies as 
an association measure, at the same 
time waiving the big stick. This plan 
has many advocates but I believe it 
would be the wrong method. 
The second is to form ourselves into 








such a cohesive whole and to so con- 
duct ourselves as “Insurors,” fairly but 
determinedly, that companies will vol- 
untarily flock to us without our seeking 
them with warnings. The safety of the 
great body of agents is, first of all, in 
the keeping of ourselves as individuals. 
If we are not determined singly, we will 
never be determined collectively. There 
is not an intelligent agent, who does not 
know in a general way what companies 
and what practices are tending to the 
hurt and disintegration of the American 
agency system. When he fails to apply 
for himself steadily the remedy in his 
own hands, first of all, how can he ex- 
pect formal pledges to accomplish any- 
thing? Anybody can make pledges and 





utter threats but it requires a man to 
act and “actions speak louder than 
words.” By this method, we justify our- 
selves, to ourselves, to the public and 
to the self-respecting companies that 
make up the majority of those in the 
business and which are waiting to re- 
spond to our acts. 


F we can make our membership stand 

for something big, if we can put in- 
dividual action behind the beliefs of this 
National Association, in the end there 
will be very few companies that stand 
out and those that do elect to stand 
out will be forced to look for their in- 
come from the unqualified and the care- 
less, who will burn the pants off ’em! 


An Intensive Fire Prevention 
Program for Rural Community 


SY 8. &. 


T is my desire to demonstrate to you 

by actual results obtained, “How an 

intensive fire prevention program may 
be conducted in small towns throughout 
the country,” and I will use my own 
town, Black Mountain, North Carolina, 
as an example of what can be done 
along this line. The census of 1920 
gave Black Mountain 513 inhabitants, 
this number augmented during the sum- 
mer tourist season to about 2,500 
people. We have three large religious 
settlements within a radius of three 
miles all of which depend upon us for 
fire protection, all connected by good 
roads. 

In October, 1919 a few men requested 
me to organize a fire department and 
accept the position of chief. At the 
outset 1 told them I knew absolutely 
nothing about fire fighting and fire de- 
partments, my vocation being a local 


CURRIER 


fire insurance agent, with no thought of 
fire prevention emanating from my 
agency; in other words, I was pursuing 
the business of a premium grabber, so 
to speak, However, when this new 
work was being offered me, I began to 
realize that the opportunity to do good 
to my fellow man was knocking at my 
door, and I decided from a humani- 
tarian standpoint to accept the same. 


PON investigation, we found the 

remnants of what the municipality 
had purchased several years before, viz: 
two old hand reels, a hand hook and 
ladder truck and eight hundred feet of 
mistreated hose. After we had gath- 
ered these all up, we had our first meet- 
ing on Oct. 14, 1919, and 20 able-bodied 
men were present to organize a small 
town fire department. We began meet- 
ing in a little room belonging to the 


town each Tuesday night in the week 
and practicing on Thursday nights with 
this horseless equipment, which meant 
real labor. At the outset, it was evident 
on account of the scarcity of fires, | 
would have to make these meetings at. 
tractive to hold the interest of the men 
and fire prevention lessons were taught 
them each week, and the social and 
moral welfare of the men looked after 

In December of that year, we 
inaugurated an annual banquet, and b 
that time our membership had increased 
to 45, Immediately after this supper 
the city fathers, upon our solicitation, 
purchased from the Gamewell people 
an alarm system, known as The King 
unit type striker, and erected a smal] 
building to house the apparatus and 
provide a meeting and game room for 
the department. The bell belonging to 
this system was placed on the top of the 
building and the transmitter was in- 
stalled in the central office of the tele. 
phone company. Instead of having 
alarm boxes we have imaginary stations, 
giving a certain street corner a num- 
ber just as is done in the city. A fire 
is reported to central and she places 
the proper disc on the transmitter to 
ring the number to correspond with the 
location of the fire. The phone at the 
fire station is rung simultaneously and 
the first fireman, other than a driver. 
arriving at the station takes the phone 
down and asks, “Where it is,” thus 
enabling the men to be sure of where 
they are going in case the wrong num- 
ber was used. Every active fireman js 
called on the phone. 


Y practicing weekly, up and down 

the mountains, and attending sev- 
eral fires, we soon realized that we 
would never accomplish .our purpose, 
of giving service, without a motor ttuck. 
The aldermen, in about six months time, 
had spent $2,500 on us and we could 
not hope to secure any additional ex- 
penditure shortly. We, therefore, began 
discussing ways and means of securing 
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The commonwealth signifies 
the common weal— 


of all. 
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In many villages and towns of the old world and in 
France particularly, stand great cathedrals, monuments to 
the loyalty and devotion of the townspeople who built them. 
That spirit is perpetuated to succeeding generations. 


Loyal effort insures success in the achievement of every 
undertaking. Strengthened by it, great institutions through- 
out the world stand to the memory of their founders and 
as an inspiration to carry on for those who come later. 


Cash Capital - 


HENRY EVANS, 
Chairman of the Board 


Managing Offices: NEW YORK CHICAGO 








The great insurance companies have been and are 
possible through the loyalty of their agents. To them 
they owe their existence and whatever greatness they 
have attained. 


.The Fidelity-Phenix wishes the National Association 
of Insurance Agents well and voices full appreciation of 
the loyalty of its agents in and out of the Association 
which has given us our place in the business. 


FIDELITY- PHENIX FIRE INSURANCE COMPANY 


- $2,500,000.00 


C. R. STREET, 
President 


SAN FRANCISCO MONTREAL 
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HE American Insurance Digest and In- 

surance Monitor, which has been writing 
and publishing a series of historical sketches 
of American Fire Insurance Companies, re- 
cently published a brief history of the “AGRI- 
CULTURAL.” Here are a few paragraphs 
from what the editor of that paper was kind 
enough to say: 


“The cornerstone of that founda- 
tion, if you wish to know, is the ex- 
traordinary esprit de corps that pre- 
vails throughout the Agricultural’s 
entire organization—from the Pres- 
ident to the newest office boy—from 
the company’s leading general agent 
to its smallest local agent. As already 
stated, the company started as a 
‘league of neighbors’; it since has 
become an organization whose opera- 
tions cross international boundaries, 
but it still is an organization in which 
the human element is conspicuous. 

“From the very start, the men 
charged with the administration of 
the Agricultural’s affairs have had a 
keen appreciation of the fact that its 
representatives in the field are the 
men to whom a company must look 
for automotive power. As the com- 
pany has progressed, they have been 
inclined to share with its representa- 
tives credit for the success scored. So 
sincere has been their attitude in this 
that agents of the company—general, 
special and local—have been unable 
to escape the conviction that they are 
an integral part of the company itself. 
In consequence, they have given to it 
a loyalty that is a live and throbbing 
thing—a loyalty that explains the 
fact that grandfathers, sons, and 
grandsons have represented the com- 
pany in direct succession—a loyalty 
that holds representatives to the 
Agricultural as close to the company 
as paper to the wall.” 





We are just a big happy family, agents, 
officers, clerks and all. Would you like to 
marry into this happy familyP We have room 
for a few more “‘in-laws’’, and will be glad to 
have proposals from eligible insurance agents 
with a reasonable amount of good business to 
offer as a marriage settlement. 


Agricultural Insurance Company 
WATERTOWN, N. Y. 


————— 





UNDERWRITER 








this coveted piece of apparatus, and the 
boys of the department subscribed $500 
of their own money, which was an in- 
centive to start a drive for funds. In 
two weeks, we raised $2,000, and pur- 
chased for. ourselves a Reo Speed 
Wagon with a stock body on it. We 
built a ladder frame, installed a forty 
gallon chemical tank bought by the 
town, small chemicals, ladders and 
1,000 feet of hose and were ready to 
do business on a larger scale. The 
sentiment of ownership originating in 
securing this truck proved a wonderful 
factor in holding the interest of the 
members, and we soon found out there 
were not many towns in which the 
volunteer fire department owned its ap- 
paratus. In the first year, we responded 
to 18 alarms, Value of property at risk 
was $75,000 with a loss of $750, and we 
had amply paid the people for all that 
had been spent. 


N the spring of 1921, our members 
totaled 90, including active and 
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that the truck is taken out every day 
The time he does this and the condj. 
tion of the truck is recorded on a report 
blank every day. In case of fire, the 
first driver to arrive at the station drives 
to the fire. By this system, I know 
every day what is going on and each 
driver is familiar with the truck. We 
have just perfected a deal whereby we 
will exchange this Reo for a 120 horse. 
power Seagrave combination truck 
thus enabling us to give still better 
service to the public. 


HE results accomplished during the 

three years through this department 
are as folows: Decreased loss ratio, 
lower rates, new water supply, enforce. 
ing the building code, regular fire pre. 
vention inspections, a modern and eff- 
cient fire department, an organization 
promoting everything civic, and a fel. 
lowship never before existing in our 
town. The only disadvantage to the 
local agent is an increased desire by 








what the local agent can do. 


R. E. Currier, local agent of Black Mountain, N. C., has proven a great | 
public benefactor for his community through his work for the building of | 
a system of conservation and fire prevention perfected on a scale worthy’ | 
of a large city, although in a town of only about 500 population. | 
program, applicable in every small town in the country, is an example of | 
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His 


It gives him a new standing in the community. 
It implants a fire prevention program which brings returns. 








honorary, the latter composed of the 
business men of the town who were 
learning the lesson of fire prevention. 
Our meetings were so well attended 
that we had outgrown our quarters, and 
we dreamed of a home of our own. 
With that end in view, we purchased a 
lot 50x100 on the highest spot in town, 
affording a view of the entire town and 
vicinity. The cost of this was $1,000 
and the deed was made in the name of 
three trustees for the department and 
not to the municipality. During the 
first week in May of that same year, 
we started another drive and secured 
about $6,000 in subscriptions, ranging 
from 25 cents to $1,000, this latter being 
paid in cash. Ground was broken in 
November, 1921, and on May 2 of this 
year, we moved into our own modern, 
two story, brick station, thirty feet wide 
and fifty feet long. The first floor 
houses the Reo truck, it also having a 
toilet, coal room, supply room and up- 
to-date kitchenette. On the second 
floor at the front we have a meeting 
and game room, a dormitory back of 
this holding six beds and lockers, a 
toilet room and two shower baths. Each 
bed is equipped with individual lights 
and all other lights turn on automati- 
cally with the striking of the bell. In 
the meeting room is a library, player 
piano, daily papers and games of all 
kinds. The department belongs to the 
National Fire Protection Association 
and all literature sent out by this asso- 
ciation is carefully read. This station 
could not be duplicated for less than 
$15,000 and stands as a monument to 
fire prevention. 


AE the present time we have 121 
members, 62 active who respond 
to alarms, 37 honorary, and 22 ladies. 

Do not lose sight of the fact that this 
department is all volunteer, receiving 
no pay and their only compensation is 
excuse from jury duty. On the other 
hand, a man pays an initiation fee of 
$5 to join and dues of 50 cents per 
month, this being our income with 
which to pay the upkeep of our station 
and interest on our notes payable. This 
is the cleanest organization I know of, 
no cursing, gambling or intoxicants of 
any kind allowed in the building. 

At the meeting on every Tuesday 
night, fire fighting and fire prevention 
is drilled into the members until now 
every one in town thinks and hears so 
much about the fire department that 
they unintentionally practice care and 
diligence in the use of fire. There are 
12 drivers, one of whom goes on duty 








every week and it is his duty to see 


the companies to secure a plant in his 
agency. 

There is no small town in the country 
but what can do what we have dom, 
and more, to combat this demon, fire, 
We, the local agents of this country, 
with our knowledge of the causes and 
effects of fire can be to the public in 
preventing this spread of fire just what 
the doctor is in preventing the spread 
of disease. This is fire prevention week, 
and I trust that while you are assembled 
here in this convention, each and every 
one of you will resolve to go back home 
determined to make fire prevention the 
paramount issue in your agency. 


Company Headquarters 


There were several companies that 
opened official headquarters in the hotel 
during the convention. The Union In- 
demnity of New Orleans had quarters 
on the convention floor and extended 
many courtesies to the visitors. The 
North British & Mercantile group also 
had large quarters on the first floor in 
charge of George H. Batchelder and 
Chauncey S. S. Miller, publicity man- 
ager. Secretary J. A. Campbell and 
Publicity Manager E. L. Sullivan were 
on deck in the commodious headquar- 
ters provided for the Home of New 
York and its running mates. The Henry 
Evans companies were very hospitaable, 
with Vice President Paul. Haid and 
Assistant Secretary W. C. Kirkland of 
the Continental, and Publicity-Manager 
R. L. Clark in charge. Assistant West- 
ern Manager Walter L. Maillot of the 
Phoenix of England was the chief fac- 
totum in its quarters where all were 
welcome. The Aetna Life group had 
spacious rooms and the good old con- 
pany “Aetnaized” a lot of people. 


Catlin’s Good Work 


President Case in speaking of the 
work of James T. Catlin, of the fire 
prevention committee, and his asso- 
ciates, said that the material for many 
of the proclamations uf the governors 
calling attention to “Fire Prevention 
Day,” was furnished by this committee. 
The committee has also gotten out 
thousands of stickers, dodgers and other 
publicity material giving warning as to 
fire hazards. 


At Bloomington, Ill., Monday after- 
noon, the insurance men on board the 
special C. & A. sleeper were visited by 
John H. Wood, former president of the 
Illinois association, who boarded the 
train for a few moments. 
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Effectiveness 


No surer test of the effectiveness of the daily 
work of a local agent can be found than the 
number of policyholders he has in his par- 





ticular community. That agent who con- 
scientiously applies his insurance knowledge 


Reliance and that of his company to the needs of his Victory 


an prospects will find his ability to give imme- 
diate and effective insurance counsel, growing 
Company by leaps and bounds. Company 
of Philadelphia : of Philadelphia 
Insurance men of that type value the Fire 
Inc. 1841 Association and its associated companies for Inc. 1919 
Capital their ability to give effective and constructive Capital 
$400,000 advice and counsel to all insurance men. $500,000 
E. C. Irvin, E. C. Irvin, 
President President 


Fire Association 


of Philadelphia 





Capital — Established Surplus to Policyholders 
$1,000,000 1817 $5,133,771 
E. C. IRVIN, President 
J. W. COCHRAN, Vice Pres. M. C. GARRIGUES, Secy 
J. B. MORTON, 2nd Vice Pres. R. N. KELLY, Jr., Asst. Secy 
Western Department 
Insurance Exchange Building Southwestern Department 
CHICAGO, ILL. 
J. M. THOMAS, Manager DALLAS, TEX. 
ag SOWIE, 24 Asst Mateer TREZEVANT & COCHRAN, Gen’l Agents 


Southern Department 


Equitable Building Pacific Coast Department 


ATLANT A, GA. 204 Pine Street 
W. E. CHAPIN, Manager SAN FRANCISCO, CAL. 
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HE large and rapid increase in 

membership during recent years 

has made necessary many changes. 
Under the provisions of our revised 
tonstitution, the executive committee of 
ten members is charged with the re- 
sponsibility of general supervision and 
management of the affairs of the asso- 
ciation, with power to act, as occasion 
shail require and demand. 

Ten territorial vice-presidents have 
supervised the work of the state asso- 
ciations in their respeotive districts in 
a most efficient manner and in so far 
as has been possible, they have been 
present at the several state meetings. 
More responsibility should be placed 





THOMAS E. BRANIFF ; 
President National Association of 
Casualty and Surety Agents 
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Address 


of the 


BY JAMES L. CASE 


upon these officers, for they are capable 
of performing greater service and de- 
sire to do so, and I recommend that the 
incoming administration shall give this 
suggestion such consideration as it de- 
serves. 

Five of the six standing committees 
have been composed of ten members, in 
addition to the chairman; one member 
being selected from each territorial dis 
trict. 

The finance committee has but three 
members, for its duties are of such im- 
portance as to require quick action and 
frequent conferences. 


HE work in the New York office has 

been conducted most efficiently by 
the secretary-treasurer and the methods 
and systems which are employed are 
modern and up-to-date. We have op- 
erated, during the past year, under the 
new financial plan and the treasurer’s 
report will indicate that all bills that 
are due have been paid and a balance is 
in the treasury. The plan has been 
found to be practical, and while certain 
modifications may be necessary from 
time to time, it would appear that a 
permanent method of securing’ sufficient 
funds to meet the needs of the asso- 
ciation has been adopted. 


OUR officers have repeatedly called 

attention to the fact that the National 
Association does not consist of the pres- 
ident, the vice-presidents, the chairman 
of the executive committee and his as- 
sociates, the secretary-treasurer, and 
members of the standing committees, 
but the real organization is composed of 
every local agent in the forty state asso- 
ciations throughout the country. 
National officers and committees, con- 
ventions and conferences, may formu- 


late plans and create ideals, but the ap- 
plication of the same must be made by 
the individuals in the state associations 
and local boards. 

Particular attention has been given 
during the year to this most important 
work and, with one exception, some 
officer of the National Association has 
been present at each state association 
meeting for the purpose of securing the 
most sympathetic cooperation possible. 


nei consideration has been 
given by state associations to our 
model agents’ qualification law; a law 
that will require the applicant to be 
qualified by character, business ability, 
and a reasonable knowledge of the in- 
surance contracts he is to sell, as well 
as of the insurance laws of the state in 
which he is to operate. The fundamen- 
tals that underlie “Our Bill” (which 
was unanimously adopted by our Los 
Angeles convention, have received the 
endorsement of the committee on laws 
of the National Board; of a similar com- 
mittee of the insurance commissioners’ 
convention; and of a committee of the 
casualty and surety company represen- 
tatives. It now remains for the state 
associations to apply its principles to 
their respective needs, for we should be 
most sincere in our desire to have all 
local agents of this great company bet- 
ter fitted and qualified to serve both the 
public and the communities, than are 
we today. I am confident that this 
sentiment will receive the hearty ap- 
proval and endorsement of every. mem- 
ber of our organization. 


HE copyrighted word “Insuror” has 
been transferred by the Birming- 
ham, Ala., Board, to the National Asso- 
ciation and it is the privilege of every 
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resident 


member to use this title in connection 
with his business. To be a real “In- 
suror,” however should require more 
than an affiliation with State and Na- 
tional Associations and it is to be ex- 
pected that each State organization will 
demand that the local agents compris- 
ing its membership shall be men of 
character, ability and knowledge. If, 
perchance, there are members who do 
not possess these qualifications, it 
should be the duty of the officers to re- 
quest their immediate resignations. At 
all times we should endeavor to “prac- 
tice what we preach,” and by so doing, 
our standards will be elevated and re- 
sults will justify the means. The pub- 
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ROYAL INSURANCE COMPANY 
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HARTFORD FIRE INSURANCE COMPANY 
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INSURANCE UNDERWRITERS AND ENGINEERS 
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PROVIDENCE-WASHINGTON INSURANCE — 
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HANOVER FIRE INSURANCE COMPANY 

ST. PAUL FIRE AND MARINE INSURANCE COMPANY 





SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
NORTH BRITISH & MERCANTILE INSURANCE COMPANY OCEAN ACCIDENT & GUARANTEE CORPORATION, LTD. 
WESTCHESTER FIRE INSURANCE COMPANY FEDERAL INSURANCE COMPANY 

Fire, Casualty, Electrical Machinery and Power Equipment, Insurance Engineering Departments 
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THOMAS McGEE & SONS 
Insurance and Surety Bonds 


GENERAL AGENTS 





Lee Building, Kansas City, Mo. 
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You Can Do Anything You Like 


If you are Properly Insured 
































S your house insured so that if it burns down 
you would not lose it all, including the money 
loaned you on mortgage? 

Have you Life Insurance to cover the 
mortgage on the house in case you should die, 
so that your wife and children would not have 
to pay it? 

Have you Life Insurance to secure them 
an income in case of your death, or to help put 
your children through college in case you 
should not be here to do it? 

Have you provided against want in your 
old age in case you should then be “out of busi- 
ness” or possibly may have lost your property? 

Is your business insured amply for Fire 
and Life Insurance so that your family will be 


protected? 

Are your employees, or any for whom 
you may be liable, properly insured for com- 
pensation? 

Are you insured against accident, disabil- 

ity, and illness? 

Is your automobile insured against fire, 

= theft, collision, and personal liability? 

Have you Life Insurance to cover inher- 
itance taxes? If you haven’t an estate on 
which to pay an inheritance tax, have you a 

=; Life Insurance Estate which you can leave 
whole and free from inheritance taxes? 

If you are insured against all these con- 
tingencies your mind is free from worry, you 
have equalized the chances of life, you have 
made yourself and your family secure, for the 
present and for the future. 








Think it over and ask us 











Any Local Insurance Agent who represents the JOHN HANCOCK can tell you 
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lic. today, in my- opinion knows more 
about insurance business, than — ever 
before, for occasionally political investi- 
gations prove a blessing rather than a 
curse. 


— past year has brought the com- 
ues, the agents, and the public into 
a much closer relationship and it is to 
be hoped that this condition may con- 
tinue in ever-increasing proportions. 

The American agency system has had 
an important part in developing the in- 
surance business of this country and. it 
should be our purpose to support the 
ideals for which it stands at all times 
and under all conditions. 

Socialistic insurance propaganda has 
been most insidious during the past 
twelve months but I have confidence in 
the justice and fairness of the great 
American public to such an extent as to 
believe that the principles of sane and 
safe underwriting will be maintained. 


T our Chattanooga meeting Chair- 

man Chapman of the executive 
committee delivered an address upon 
the subject of company relations. It 
was perhaps one of the most convincing 
papers ever presented by a local agent 
to a national meeting. The analysis of 
the subject which Mr. Chapman made 
was both safe and sane and defined 
most clearly the attitude which the 
local agents of the country should 
maintain in their relations with their 
companies. This association has prac- 
ticed the doctrine of conference and co- 
operation and the results which have 
followed an application of this princi- 
ple have been most gratifying. 

There is, I believe a most sincere de- 
sire on the part of the company officials 
and managers to develop and foster a 
most cordial relationship between these 
two great branches of the insurance 
profession. 

The interests of the companies and 
the agents are practically identical and 
we most sincerely desire that our 
mutual relationships may ever be of a 
most cordial character. 

The chairman of the Western Union 
and the Western Bureau have expressed 
themselves as being in sympathy and 
accord with these principles and the ap- 
pointment of the Joint Conference Com- 
mittee by these two bodies will, I 
believe, be of great benefit in the future. 


N your contact with the assured you 
have at times found him indifferent. 
He has seemed to believe that the mere 
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payment of premium released him 
from further obligations, but that when 
losses occur, he should be paid the full 
amount of his policies and no questions 
should be asked even though he may 
have failed to perform certain require- 
ments demanded under the terms of the 
contracts. 

I am in full accord with the senti- 
ment that the local agents of today 
must be insurance counselors, as well 
as salesmen, and that they should in- 
struct and educate their clients to the 
best of their ability. But, on the other 
hand, the public should realize that 
when changes of occupancies occur, or 
fire hazards increase, notice should be 
given immediately to the local agents 
writing their insurance, in order that 
the proper endorsements may be made 
and attached to the respective policies. 

The public should be impressed that 
it must support and maintain the most 
efficient fire departments possible and 
vote sufficient funds to provide for an 
adequate equipment. Fire laws for the 
various communities must be enacted 
and public sentiment is one of the most 
effective instruments that city and town 
officials can have to enforce them. 


The National Board through its Con- 
servation Department has been per- 
forming a great service to the public 
in the educational program it has con- 
ducted. Lectures, slides, movies and 
radio messages, have all been provided 
and freely used. 


HE co-ordination of the insurance 

interests of the public, the com- 
panies and the agents, is an ideal which 
we, as local agents most sincerely de- 
sire to see attained. This theme seems 
to permeate the entire program of this 
cotivention and the success of this 
gathering will depend to a very large 
degree upon our ability to put into 
practice the knowledge we shall acquire: 

May we, as local agents, here and now 
rededicate ourselves to the principles 
for which our association was founded. 
May we resolve that we will at all 
times pledge our full strength and 
power for the maintenance of every 
idea! of the American insurance profes- 
sion. 

If we do this, I submit that the 
future of the American agency system 
is secure and that our mutual interests 
will continue to increase and prosper. 


Report of Casualty Committee 


By THOMAS C. MOFFATT, Chairman 


leaps and bounds; the premium in- 

come is fast approaching the fire 
premiums, and in many localities and 
agencies it is the leading avenue of 
income today. On account of its youth, 
and the peculiar nature of its various 
forms of coverage (I understand there 
are 42 different forms of casualty and 
surety contracts) many agents are only 
on terms of intimacy with one or two, 
have a nodding acquaintance with a 
few more, and are absolute strangers 
to the majority. The live agent, awake 
to the unlimited possibilities of addi- 
tional business through the development 
of casualty lines, is reaping the reward 
of increased income through his ability 
to introduce in his community the vari- 
ous lines which are becoming generally 
recognized as business necessities. True, 
the automobile has largely increased the 
prospects, but a greater part of the 
premium income in the casualty field is 


TT Se casualty business has grown by 


TC 
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a result of workman’s compensation 
laws passed in a majority of the states 
within the last decade. 


HE peculiar knowledge required in 

the representation of a _ casualty 
company, and the expense involved in 
thes many inspections required in so 
many casualty lines, together with the 
fact that there were so few casualty 
companies, probably has as much to do 
with the development of the general 
agency system now existing as any one 
tactor. Agents have generally recog- 
nized that business placed with them 
by other agents is sacred to that broker 
or agent. I am quite convinced that 
the general agents of the casualty com- 
panies hold and practice those same 
views; they are producing agents them- 
selves, and as such form a part of the 
American agency system, that is the 
production and supervision of business 
on a commission basis. We local agents 


AKRON 


Te 


may some day be called upon to express 
our approval or disapproval of the 
future development of the casualty busi- 
ness, whether in. favor of the English 
system of branch offices on a salary 
basis, or the American agency system 
of representation on a commission basis, 


T is strange to note that the leading 

companies who have not come out on 
the platform of agents ownership of 
expirations are those 
are operating on a branch office system, 





THOMAS C. MOFFATT, Newark, N. J. 
Chairman Casualty and Surety Committee 


It is also worthy of comment that com- 
plaints received by your committee for 
the over head solicitation of business 
have been directed against these same 
companies. They are drawing their 
business from agents such as yeu and 
I and if we only realized our power, 
how easy ’twould be to make them to 
be fair. 

Lest you imagine that all of our 
troubles are of others born, let me tell 
you that we are all too prone to steal! 
business from one another by methods 
that would shame the devil. We have 
long ago passed resolutions deprecating 
stock companies reinsuring and sleeping 
in the same bed with mutuals and recip- 
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Capital $700,000 





SUPERIOR FIR 


Assets $3,509,765.01 


insurance world that is healthful to the business. 
try, however, shoutd not overtook the danger of overcentralization. 





Began Business in 1871 


E INSURANCE COMPANY 


SUPERIOR SERVICE SATISFIES 
PITTSBURGH, PA. 


Local agents these days are beginning to appreciate the importance of the moderate sized companies. They form an influence in the fire 
The large companies have their appropriate sphere of action. The agents of the coun- 
: n The American agency system, to be perpetuated, must have as its real 
foundation these fire insurance institutions that appreciate and value the services of local representatives. Such companies as the Superior 
im a local agency preserve its integrity and permanency. Its service and indemnity are as good as the best. 


A. H. TRIMBLE, President. EDWARD HEER, Vice-President and Secretary 
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A Wonderful Meeting! 


That is the almost unanimous sentiment of 
those who have just returned from the National 
Association Convention at Hot Springs. For 
their inspirational and practical value the ad- 
dresses and discussions at each of the eventful 
business sessions will be long remembered. They 
cannot fail to have an important influence on the 
thoughts and actions of every agent who attended. 


For the first time, the Aetna Afhliated Com- 
panies were represented at the Convention by an 
exhibit of the various advertising and educational 
services offered to agents who represent the 
Aetna Affliated Companies. We hope that this 
exhibit, also, will continue to exert its influence 
long after those who visited it have returned to 
their ofhces and taken up their daily problems. 


We wish to take this opportunity to impress 
upon those who attended the Convention, as 
well as those who were not present, that the 
Aetna exhibit, however comprehensive it may 
have seemed, was but the merest surface mani- 
festation of the deep determination to lend every 
possible encouragement and help to the Local 
Agent, that actuates every policy and action of 
the Aetna Affiliated Companies. 


fETNA LIFE INSURANCE COMPANY 


fETNA CASUALTY AND SURETY COMPANY 


AUTOMOBILE INSURANCE COMPANY 


OF HARTFORD, CONN. 
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rocals, and yet we ourselves have taken 
business from a brother agent to one of 
these for the benefit. of a few dollars 
temporary commission. We would fail 
in our duty as a representative body 
of agents if we did not depreciate this 
practice. 


HE confusion in automobile rating, 

and the duplication of labor and con- 
current jurisdiction by two bureaus over 
property damage and collision insur- 
ance has the past six months had the 
attention of your committee. We have 
recommended and urge your endorse- 
ment of a proposition that control over 
rules and rates of property damage 
insurance be relinquished to the bureau 
dealing with the liability hazard, and 
conversely, rules and rates for collision 
insurance be exclusively given over to 
the bureau now treating withthe fire 
and theft hazards. Both fire and casu- 
alty companies would, of course, con- 
tinue to write both property damage and 
collision, but separate bureaus should 
no longer supervise the same class of 
business. 

There was introduced in congress at 
the last session what is known as the 
Fitzgerald bill which provides for com- 
pulsory workmans’ compensation insur- 
ance in the District of Columbia and 
provides further for the establishment 
of a monopolistic government fund to 
furnish the insurance. 


One can readily see that this is the 
most dangerous piece of legislation ever 
introduced against our business and 
your officers have given all possible aid 
in defeating its passage. Working in 
conjunction with the companies, the 
general agents and the federation, as 
well as other trade organizations, wwe 
are hopeful that this measure will fail. 
We are also assured in the public utter- 
ances of Congressman Underhill. of 
Massachusetts who, by the way, has 
done more than any other single agency 
to hold it in committee, that before next 
March a compulsory workmans’ com- 
pensation bill will be passed by con- 


One Hundred Percent Efficiency 


Through Service of Insurance 
BY T. ALFRED FLEMING 


TRENGTH is not estimated by size, 

but by significance. The future of 

any nation depends not upon its 
size but upon its significance. Russia 
has one-seventh of the area of the 
world, and 175,000,000 population, and 
yet its place in society is not to be com- 
pared with many of the smaller coun- 
tries, such as Belgium or Switzerland, 
who have contributed to the country’s 
upbuilding, to great ideals, and human 
development. It has size, but not 
genuine significance, 

An organization of any kind is not 
gauged by the number of its members, 
but by the power of its accomplish- 
ments, what it does, the measure of its 
ideals, and the manner of their con- 
summation. An engine and a train of 
cars is so much junk unless it is at- 
tached to the movement of the exchange 
of commerce. It is service that always 
measures significance. 


HAT is it that makes the United 
States the greatest nation in the 
world? Some will say the great area of 
its fertile soil, but Africa has a larger 
undeveloped area of more fertile soil. 
Others will tell us it is our enormous 








gress, applying to government territory, 
but without the obnoxious addenda of a 
state or government fund. 

he Casualty Information Clearing 
House at Chicago, born two years ago, 
has been doing wonderful work in the 
education: of the public and the agents 
to the danger of mutual and reciprocal 
insurance, and you are strongly urged 
to give it your active support and assist- 
ance. 


wheat lands, but Canada has a larger 
area for the raising of wheat, and yet 
has only 7 per cent of our population. 
Is it because of education? Statisti- 
cians tell us that Germany has out- 
classed us in this respect as 98 percent 
of her population can read and write, 
which cannot be said of the United 
States. It is not therefore our size, but 
the significance of the contribution we 
have made to world development. The 
soul of America has found its power 
in the intermingling of its citizenship 
and the cooperative force of all its in- 
dustries that makes for commercial 
development. 

The National Association has proved 
by its activities that 10 percent of the 
agents of the country can remodel the 
plan of doing business and reconstruct 
the system, making it of greatest value 
to community development and com- 
mercial acquisition. It is not its size 
that counts so much as its significance 
in the world of insurance service. 

The commercial stability of the nation 
is great or small in proportion to the 
co-ordinating influences of the insur- 
ance fraternity, and to the development 
of the system of protection to 100 per- 
cent efficiency. This is the roadbed of 
commercial progress, and into it noth- 
ing should be placed but that of tested 
security. 


HE ballast of any road bed is that 

which holds the rails, ties, and basic 
foundation firmly in place. This ballast 
in commercial underwriting is the 
service we render in fire prevention and 
protection. The education of the pub- 
lic with respect to the insurance con- 
tract and the method of protection 


against loss is of utmost importance. It 
is unfortunate that the general public 
frequently pays less attention to the 
contract of insurance protection which 
they buy than they do to the cigars 
they smoke. They will purchase the 
one on its established merit, while the 
other they purchase from you upon 
your reputation, and take what policy 
you give without investigation or ex. 
amination. I believe I am safe in say- 
ing that 80 percent of those who buy 
insurance: would be unable either to 
tell the name of the company, or the 
conditions of the agreement that are 
found in their policy, May it be said 
of the National Association of Insur- 
ance Agents that they have emphasized 
this feature especially in recent years, 
and have transformed the business from 
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GREETINGS 


FROM THE LOUISVILLE BOARD 


ECOGNIZING THE IMPORTANT PART ORGANIZATION 

HAS PLAYED in the development of the American Agency 
System, and the close harmony which must prevail between the 
national body and local organizations if the fullest measure of 
accomplishment is to be realized, the Louisville Board takes this 
means of conveying to the National Association its continued well- 
wishes. 


“If you give a full measure of service to your’’ 
‘“‘customers, see that they are properly protected’’ 
‘and at the best possible rate and then place’’ 
“‘your business with the companies that are’’ 
“‘supporting loyally the best interests of the’’ 
‘‘American Agency System, you will, by these’’ 
‘‘salutary methods, establish an unmeasured value’’ 
‘‘to your membership in the National Association’’ 
‘tof Insurance Agents, and will be placing under-’’ 
“writing in the United States on a much higher’’ 
‘‘plane.’’ 


To the delegates at Hot Springs we send our assurances of cooper- 
ation, hoping at the same time that the meeting will be productive 
of much that is new and beneficial for all of us. 


THE LOUISVILLE BOARD OF FIRE UNDERWRITERS 
LOUISVILLE, KENTUCKY 


Composed of 48 Offices Making Insurance Their Exclusive Business 


AVERY, SAMUEL L. & CO. HAWES, ROBT. L. & CO. PERRY INSURANCE SERVICE 
BARBEE & CASTLEMAN HUMMEL & MEYER PIRTLE, WEAVER & MENEFEE 
BARRET, ROBINSON & DICKEY HUNTER & HELLMAN REUTLINGER & CO. 

BAYLY, J. W. E. & CO. HUSTON, SAMUEL M. ROBINSON, WILSON & LONG 
BLOOM & HERRMANN JEFFERSON, NOYES & EMBRY SHARP INSURANCE AGENCY 
BREUER & CO. LANG, CHAS. A. SLAUGHTER, J. B. & CO. 
BROWN & MARTIN LANG, HENRY H. STITH, M. T. & CO. 

BURKLEY & TIERNEY LIBERTY FIRE INS. CO. STONE & GNAU 

CARPENTER & DUDLEY LORCH & FREIBERG TACHAU, E. S. & SONS 
CHAPMAN INS. AGENCY MACPHERSON & CO. TIMBERLAKE & TRUEHEART 
DANFORTH & CO. MANN INSURANCE AGENCY TODD, J. M. & CO. 

DAVIS, H. V. & CO. McATEE INS. AGENCY TIPPETT, WALKER & CRONAN 
DUGAN, HUMPHREYS & CO. McHENRY, JOHN J. & CO. VETTER & SMITH 

GAUNT & HARRIS MILLER, EDWARD J. & CO. VAUGHAN & CO. 

GIBSON, WINER & CO. MOELLMAN & HENNESSY VIGLINI, P. & CO. 


GREER, C. D. & CO. NELLIGAN, J. J. & CO. WILLIAMS & DICK 
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ELIEL & LOEB 
COMPANY 


Phone Wabash 3961 


1737 ) Insurance Exchange 
CHICAGO 


General Agents: 


| Pittsburgh Underwriters 
Republic 
| Union Birmingham 


Wheeling, Pa. 


| INSURANCE 


IN ALL 


ITS BRANCHES 


National Reserve Ins. Co. of Ill. | 


American National Fire ns. Co. 
Hanover Fire Ins Co. 
i Old Colony Fire Ins. Co. 
| || Cleveland Nat'l Fire Ins. Co. 


& (0. 


Cook County Managers | 


WHF. JACOBS 


Allemannia 
Ben Franklin Underwriters 
United States Underwriters | 
Merchants Underwriters | 
City Ins. Co. of Pittsburgh 
British General 








Superior | 


Independence 


Chicago Managers 


Ten Strong American ee | 


BRUMMEL BROS. 


Insurance Underwriters 
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175 West Jackson Boulevard, CHICAGO || 
Phone Wabash 2056-7-8-9 | 


- COMPLETE SERVICE I ALL LINES OF INSURANCE. 

















Chicago 


Western Insurance Center 


In Chicago are the great western departments, the 
various insurance associations and bureaus and the 
large local offices. 


Naturally there is business in Chicago that is controlled 
by agents living in other cities. We will be glad to 
render assistance to such agents. 

When you come to Chicago, go to the Insurance Ex- 
change and call on us. If we can help you with your 
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Dudley Co. | 
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Fire and Casualty Serv-| 


| ice for Local Agents|| 
| throughout the country | 


and Brokers in wha | | 


| _and Illinois. 


The Purnell-. | 





Phone Wabash 3502 1 | 


| Room 1868—175 W. Jackson Blvd. | 


INSURANCE EXCHANGE 
CHICAGO, ILLINOIS 


call on us. 
strong. 








insurance problems, we will be glad to do so. 
add to your pleasure while in the city, do not fail to 
The tie that binds local agents together is 
Let us make it stronger. 


Dudley Co. 


1717 Insurance Exchange 
CHICAGO 


If we can 














CHICAGO! 


Have you any lines of insurance there, and if so, 


| are they satisfactorily handled by your Chicago rep- | 
Although we have the responsibility | 


| resentative? 
| that goes with age (we are in our second generation 
| now) we are alive to the needs of present day busi- 
} ness and have a modern equipped office with aggres- 


| sive and progressive y oung men in charge and are able | 


to give you the last thing in service. ‘Try us and see. 


JOHN NAGHTEN & CO. 


(Established 1863) 


General and Local Agents 
Insurance Exchange Chicago 
Long Distance Telephone Wabash 1120 
Risks accepted anywhere in the United States and Canada 














II 
| Fire and Casualty Companies for all lines 


Arthur S. Nathan L. A. Rose 


‘Arthur S. Nathan 
(@ Co. 


Representing Substantial 1925 Insurance Exchange | 


Chicago | 
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J. H. Moore F. W. Moore J. K. Walker E. W. Poinier F. Y. Coffin 


MOORE, CASE, LYMAN & HUBBARD 
INSURANCE 


175 W. Jackson Blvd. Telephone, WABASH 400 CHICAGO 


ROLLINS | lc bh: 1 Cc a g O | Established by Wn. E. Rollo 
: BURDICK L O Cc ql ineoraiee Agency 

7 ROLLO, WEBSTER 
HUNTER Agencies “x company 


COMPANY Are interested in the best and highest Insurance Exchange 


good of the business. 175 W. Jackson Blvd. 

















‘ie They express their good will and in- : — 
ces: terest to all in the fraternity. Agents 


Chicago in other cities will find the offices ad- 
New York vertising on this page well equipped 
Seattle 


for handling any class of business in sneniiaeiaanaiaatal 
the city. They invite the attention of 


all to their facilities for dispatching 


business accurately, satisfactorily and 
George R. Roberts Walter E. Egan q rapidly. 


es ‘ cgpimeraas als eae OR. A. Napier & Co. 


ESTABLISHED 1893 


A. F.SHAW & COMPANY e rc 


San Francisco | 























= pANAPIER 
INSURANCE EXCHANGE 175 W. Jackson St., Chicago, Ill. : COMPANY 
Geo. W. Roberts & Son ae eh 
adi Insurance of Every Description ' oa 
——— | | Rabie SALESMEN’S SAMPLES Insurance Agents 
CHICAGO » TOURISTS’ EFFECTS PERSONAL JEWELRY — - 
> TROPHIES PERSONAL FURS = - 7s 
INSURANCE SERVICE PLAYS THE VALUABLE MUSICAL INSTRUMENTS PAINTINGS) - : i 
nT aoe nen i = - 175 W. Jackson Blvd. 
‘ eg Issued under liberal floater forms at the lowest possible rates . 3 mer ~ceramegs 
Telephone: Wabash 1627; Wabash 3833 : : Chicago 


Tonnscvevenunutuayeneanesaanags eens 
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P. B. HOSMER ROCKWOOD HOSMER 


R. W. HOSMER & COMPANY 


Suite 1551-1555 Insurance Exchange . ESTABLISHED IN 1868 


One of the Old Reliable Chicago Agencies 


All Kinds of Insurance Given Prompt and Reliable Attention in Our Various Departments 

















A. J. KUELZOW 


CHICAGO 


LULU ULNA Ai ART RR 








ILUVLLALOOUSADULOUULUUULUA ULL 


Wad 


ui 


l 


(MiNi 


HTD 


WYNNUALALAQUUUUUNAL 





HHUAIMLLAIUALLUADLL4i LALLA: Av 





HU 


HU 











Lili 











EE HULU 














































Satisfied Agents have made the 


a successful institution. 


Continental 


The Continental recognizes each of its Agents 


as a valuable asset to its success. 


The Continental is known as an Agents’ | 
Company. We do not maintain branch offices, 
but operate exclusively through 
General Agents. 


Continental Casualty 
Company 


H.-G. B, ALEXANDER, Pres. 
General Office: CHICAGO, ILL. 


Canadian Head Office: 


Toronto, Canada 

































Marquette National Fire Insurance 
Company, Chicago, Illinois 
Capital, $475,000 Assets, $2,000,000 


Great Western Fire Insurance Co. 
CHICAGO, ILL. 


Capital, $400,000 


Pittsburgh Fire Insurance Co. 
PITTSBURGH, PA. 


Capital, $200,000 


Great Western Underwriters 
OF CHICAGO 


Reliable agents wanted for the above companies. 
Address all communications to Insurance 
Exchange Bldg., Chicago, III. 








UNDERWRITER 











a menial avocation of premium collect- 
ing to a system of educational and 
commercial service. 


NLY a few years ago, the American 
insurance agent had small interest 
in community development. The Na- 
tional Association of Insurance Agents 
has by strenuous efforts aroused and 
harnessed the latent power of the in- 
surance representative so that a basis 
of constructive service is made the first 
element of its success. Some of the 
greatest men known in insurance circles 
have had their part in making this ad- 
vancement possible. Unity of interest 
of companies, agents, and assured has 
been demonstrated to be the paramount 
requisite of 100 percent efficiency. 
Did you ever visit a large printing 
plant and note the intricate machinery 
which changes the heavy roll of stock 
into the printed copy for the street? 
Think of the thousands of interlocking 
parts of this great machine that prints, 
folds, and retolds the pages of news. 
Suppose one cog is missing from one 
of the many wheels—the entire result 
will be destroyed. It is the unity and 
cooperation of all agents in a common 
program that assures the most benefi- 
cial results. If one agents fails to 
function, the entire result loses in 
momentum. 


| 
T. Alfred Fleming has become a nationally known figure through his | 
intensive conservation program, as superintendent of the conservation de- | 
partment of the National Board. His countless speeches before insurance, | 
business or public gatherings and his persistent traveling in the interests 
of fire prevention have become known from coast to coast. | 
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of insurance protection; the person; 
who, in the last analysis, plaid the 
losses; the economic loss to business 
and the laboring classes; the loss jn 
taxes from buildings burned and re. 
moved from the tax duplicate. 

Every community where these syb- 
jects have been taken up for carefy| 
study has instituted a civic movement 
which has resulted in large reductions 
of loss both in life and property, | 
could mention scores of cities which 
have been transformed in this respect. 
and the credit is largely due to the 
wonderful cooperation of the loca] 
board, state, and national association, 


IRE prevention not only saves the 

community, but enlarges and de. 
velopes the sphere of our usefulness and 
makes us an integral part of the com. 
munity in which we live. When ap 
insurance agent is looked upon as a 
commercial advisor, he has assumed his 
rightful place in the municipality jp 
which he lives. I asked an agent not 
long ago the secret of his great suc- 
cess. He-replied, “I take part in every 
community development. I am a mem- 
ber of practically all of the commercial 
organizations of the city; I talk my 
companies, their stability, their protec. 
tion, their service in fire prevention, and 
let all other agents and companies alone, 





And of recent | 


months his addition of numerous radio talks has brought the campaigni | 


more closely to the individual home than ever before. 


a valuable and hard piece of work. 


The system of commercial under- 
writing is one great machine which 
coins the commodity of currency sta- 
bility. The trouble with certain coun- 
tries today in the matter of their de- 
flated exchange is not the lack of cur- 
rency, but the lack of that element of 
security which leads to currency 
stability. It is therefore very impor- 
tant that we educate the public on every 
feature of the contract of insurance 
which we sell, that there might be no 
misunderstanding, and that individual 
interest in the protection of the property 
assured might be the result. 


HE system of commercial under- 

writing is the most important finan- 
cial consideration of any state or nation. 
The wheels of the organization are in- 
terlocking. The company official, the 
special or local agent, are individually a 
part of the great machine. The respon- 
sibility is equallized and interdependent. 
If one fails to measure up to the stand- 
ard of efficiency, both the business and 
the community suffer. It is hardly pos- 
sible to conceive of any person failing 
to recognize his community opportuni- 
ties and obligations along this line, and 
yet we find individuals who are so self- 
centered that they fail to grasp the en- 
largement of insurance ideals, 

The past two years have developed a 
marvelous era of education in fire pre- 
vention work. Having made a very 
careful study of the subject for six 
years, I can say without fear of contra- 
diction that the one key to success rests 
in a concentrated campaign of education 
of our commercial interests as well as 
the systematic teaching of fire protection 
in our educational institutions. 
business men must know is: The basis 


What 


He is carrying out | 


I find no room to criticize a competitor, 
for every ounce of energy spent in 
criticizing another is lost from the up- 
building of my own business.” That 
is the secret of the upbuilding of every 
great company or agent. The best 
way to advertise a competitor or a 
system is to criticize it. Criticism al- 
ways centers public interest, arouses 
attention, and inevitably results in a 
disastrous reaction. 


Strong Cleveland Delegation 


Cleveland is one of the _ greatest 
agency association cities of the coun- 
try. Its agents are men of unusual 
caliber. All the officers and most of the 
directors of the Fire Insurance Club of 
Cleveland were present at Hot Springs. 
The Cleveland contingent was led by 
President W. J. Beggs and Secretary S. 
J. Horton. They were accompanied by 
Thos. A. Goss, A. W. Henry, Henry 
Frankel, A. W. Neale, Howard Olm- 
sted, Geo. E. Haas, Fred B. Ayer and 
C. F. Kees. 





Headquarters for Supplies 


Tue NATIONAL UNDERWRITER and 
“Rough Notes” had a most interesting 
exhibit of insurance supplies and publi- 
cations. Their headquarters were vis 
ited by many agenta R. E. Morrow ot 
“Rough Notes” and W. A. Scanlon of 
THE NATIONAL UNDERWRITER were i 
charge. 


W. E. Underwood of New York, edi- 
tor of the “Insurance Critic” and ior 
mer editor of the “American Agency 
Bulletin,” attended the convention. 








LEON IRWIN & CO., INC. 


NEW ORLEANS, LA. 








BROKERAGE LINES SOLICITED 
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TOT OCCUR TTA 
JULIUS BACHER A. J. REBHOLZ F. A. RIEDMUELLER | | W.B. CALHOUN, President ALLEN R. CALHOUN, Sec.-Treas. | = 
—T gee: og — ! ROBERT E. HACKETT, Vice President | = 

_ “We Want Your Business” 

JULIUS BACHER AGENCY e Want Your Business” | © 
INSURANCE and SURETY BONDS | = Calhoun Insurance Agency | 

« TELEPHONE GRAND 3622 ©» | Telephone Grand 4083 | = 

BRUMDER BLDG. -- W. WATER & WELLS STS. P lo ponies sit Sen oe | = 
MILWAUKEE, WIS. | 7S ANOS Welle St. MILWAUKEE, WIS. | 

IL poi ol Rob cuciceugal lp j= 
[ CarlE. Hilbert Chas. H. Baerwald | | a of | nye coi 3 : 
| cole aing tise" | AUGUST REBHAM CO. | : 
| HILBERT & | | Insurance Underwriters and Engineers | | D U R R = 
libaet| | oy = 
\ Aetna Connecticut Reliance } | = 
| | —a" ~ ie = | E 

BAERWALD | aceney | | 
| | = 

| ROYAL INDEMNITY CO. = 

| 405 Broadway Milwaukee, Wis. | 410 Caswell Block = 

MILWAUKEE = 

86 Michigan Street MILWAUKEE NT SEE UE EF 
The Most Complete = = Representing = 
General Agency in Wisconsin = = American Eagle = 
un tea c.. = = National-Ben Franklin E 
American Indemnity Co. : _ Agents have always stood for the principlesof — || National Union = 
Federal Insurance Company = the National Association, the principles that _ | Rhode Island = 
Importers & Exporters Ins. Co., N. Y. = have made the American Agency System of = || Standard = 
mpanahemetiames® 7 = Service to the public and the companies. = = 

of Insurance to Us = = = 

= To the men who are standing for those prin- = — =] 

= ciples, to the members of the National and = = 

= State Associations who attended the Hot = = 

Theo. Ernst Austin F. Mueller Springs Convention or who were compelled by = = 

] business to remain at home, the Milwaukee = G AEDKE- MILLER = 

| Agents extend wishes for health and prosperity. = i. = 

| Milwaukee Agents are ready at all times to = At GENCY = 

€0 rst 0 | serve their fellow members in any way pos- = = 

@ @ | . : : : . = = 

| sible, as well as their direct clients and their = 373 Broadway MILWAUKEE =] 

| companies. = = 

General Insurance || Erma = 

| — on | Casualty Insurance | | 

sar a || JOHN F. DUNPHY RAY F. DUNPHY | Surety Bonds. oka = 

REAL ESTATE ae i : 

| | | = 

AND LOANS | THE DUNPHY AGENCY || General Agency F 

| + ; | WISCONSIN and UPPER = 

| solicits business from agents and brokers. | MICHIGAN a 

| | Wisconsin’s fastest growing agency. | ] = 

i || 369 Broadway | MARYLAND CASUALTY CO. = 

. | | MARYLAND ASSURANCE CORP. = 

373 Broadway Milwaukee | | M I L W A U K E E | Baltimore = 
——— —————————— a — ——a — —— = — = 
| : 
| CHRIS. SCHROEDER 6& SON CO. : 
| | | 
| GENERAL INSURANCE MORTGAGE LOANS | : 
= 
| REAL ESTATE AND SURETY BONDS | = 
| | = 
| THE LARGEST IN THE STATE 86 Michigan Street -MILWAUKEE—Broadway 1951 | = 
| ENGINEERING AND INSPECTION SERVICE = 
| lint ee A he, lt aa ere a \ = 
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Fire Prevention Committee Report 


By JAMES T. 


S “Insurors” you should know 
A that for the first eight months of 

the current year the losses are 
$27,000,000.00 more than they were for 
the corresponding period last year. 
When .we take into consideration the 
fact that there have been no large con- 
flagrations this year, and that the losses 
are estimated on the basis of a consid- 


erable deflation in values the actual 
burning ratio appears all the more 
serious. 


Every agent who interests himself in 
the removal of any physical hazards 
that will reduce his assured’s rate, is 
doing some fire prevention work, and 
anything short of your very best efforts 
at all times is not worthy of any 
“Tnsuror.” 

In this day of insurance unrest when 
acquisition cost is one of the chief topics 
of discussion everywhere, we are 
liable to be called upon to justify our- 
selves. Will we be able to do it? In 
return for our commissions we are sup- 
posed to give value received in the form 
of service. If we are not giving the 
best possible service then we do not 
earn our commission, and the agent 
who is not putting forth some real 
constructive effort along fire prevention 
lines is not rendering to the insuring 
public that service to which they are 
entitled. 


UST as soon as the personnel of the 

fire prevention committee was com- 
pleted, the entire country was divided 
off into districts with a member in 
charge of and responsible for the work 
in a certain number of states. The 
chairman then requested every state 
association president to appoint a real 
live fire prevention committee sending 
the name of the chairman to the district 
chairman. This gave us a good work- 
ing organization ready to put over any 
general program in all the states 
simultaneously if necessary. The effec- 
tiveness of this organization has just 
been demonstrated in our work for fire 
prevention week. 

With a view of putting on a general 
campaign we arranged for a governors’ 
conference in Baltimore, Md., on June 
26 last, mainly through the ‘efforts of 
Frank W. Lawson, regional chairman. 
At this conference were present Gov. 


Ritchie of Maryland, Gov. Trinkle of 


CATLIN, JR. 


Virginia, and Commissioner Tuttle of 
New Jersey, who represented the gov- 
ernor of his state. In addition to the 
above and a number of prominent 
agents from all these states, there were 
present and took part in the delibera- 
‘tions representatives from practically 
every organization in the country vital- 


ly interested in the reduction of fire 
losses. 


FTER very full discussions on the 

importance of the conservation of 
our country’s resources, motion was 
made that we take the matter up with 
the United States Chamber of Com- 
merce with a view of interesting them 
in a nation wide fire prevention cam- 
paign. Accordingly a conference was 
called in the board rooms of the 
United States Chamber in Washington 
on July 12, at which representatives 
were present from 14 prominent organ- 
izations. A real constructive c campaign 
that has for its ultimate aim the reduc- 
tion of the tremendous fire losses of 
United States by the Chamber of Com- 
merce properly supported by the agents 
in every state, cannot help but produce 
satisfactory results, and such a cam- 
paign is. being put on. 

The first national fire prevention ex- 
position originated and backed by this 
committee bid fair to be a success until 
the railroads placed an embargo on cer- 
tain freight shipments which prevented 
some of our exhibitors from assembling 
their exhibits in the short space of 
time. This exposition idea should have 
the enthusiastic backing of our organ- 
ization, and when it is put on during 
fire prevention week next year all the 
publicity and support possible should be 
given to it. 


A SHORT time ago we were re- 
quested by the committee on fire 
prevention week of the N. F. P. A. to 
undertake a five part program to be 
put over throughout the country. The 
outline of this program was immediately 
passed to every member of this commit- 
tee, and to éach state association presi- 
dent, secretary, and chairmen of fire 
prevention committee. The location of 
every radio broadcasting station in the 
country was secured, and each state 
president was given the name and loca- 


tion of every station in his state, with 
the request that arrangements be made 
through some agents in close touch 
with the various stations for a fire pre- 
vention message to be broadcasted dur- 
ing the first two or three days of fire 
prevention week. 

Working through the various state 
associations we attempted to secure a 
fire prevention proclamation from every 
governor, directing our efforts particu- 
larly to the four states whose execu- 
tives failed to issue proclamations in 
1921. Up to the present time Missis- 
sippi is the only one of these four that 
has not reported favorably, and of 
course all of us know the situation that 
is facing our brother agents in that 
state. This committee has even gone 
into the states in which there was no 
organized state association, taking the 
matter up with some prominent agent in 
each. 


HERE is certainly no doubt that the 
subject of fire prevention has been 
brought more prominently before the 


public this year than ever before, ang 
as to the success of the efforts of the 
members of the National Association 
of Insurance Agents in connection with 
this program, I leave that to Mr. Flem. 
ing. 

This committee has endeavored to 
bring this subject before the varioys 
state associations at their annual meet. 
ings, and at the present time is workin 
on two or three publicity features tha 
will be most helpful if we are able to 
put them over. 

As a suggested program for the in. 
coming fire prevention committee I do 
not believe anything better could be 
accomplished than to put over the 
“Maryland Plan” in every state. It has 
been thoroughly tried and has worked 
admirably, resulting in a marked reduc. 
tion in fire losses. A fire prevention 
program to be effective cannot be put 
over in one day or one week during the 
year. Permanent results can only be 
secured by continual effort. 

“Make every day fire prevention day,” 


Executive Committee's Report 
BY A. G. CHAPMAN 


ance Agents is pledged to the per- 
petuation of the American agency 
system and to the protection of the 
rights of agents in accordance with the 
principles set forth in its various acts 
which we are convinced have tended to 
solidify the whole business and put it 
upon a higher plane. In all of ove 
operations we must view, unselfishly, 
the effect of our acts upon the public 
because in the last analysis our service 
and the service of our companies to the 
public must be the first consideration. 
In the consideration of these subjects 
in their broader aspects the following 
suggestions present themselves: 


Tom National Association of Insur- 


UBLIC relations — Upon the local 

agents of the United States very 
largely devolves the attitude of the 
public toward insurance and we hold it 
the duty of every member not only 
properly to devote full. loyalty to his 
customers and his companies, but to 
use intelligently directed energy to see- 
ing, as individuals and collectively, that 
the public has a complete understanding 
of the foundation principles of insur- 


ance. In our judgment and belief, the 
members of the National Association 
are performing yeoman service in advo- 
cating the principles of fire and acci- 
dent prevention through rate reductions 
for improvements and, more publicly, in 
originating and developing movements 
having fire and accident prevention as 
their object. 


NSUROR—The use of the word “In- 

suror” carries with it an assumption 
of expertness that must not-be over- 
looked by the members of the National 
Association. It is quite possible, that 
in the coining of this word and in its 
adoption by this body, we have found 
the solution of our membership prob- 
lem. Whether an agent is located ina 
large or a small city, if he is qualified 
he should be entitled to use the word— 
and not unless he is qualified. We sub- 
mit for your consideration the efforts 
used by one state association to carry 
out the principle that an agent must be 
qualified before he uses the word In- 
suror. This association requires every 
member to sign an application, in which 
we find the following pledge: “I have 








Standard Youngstown Local Agencies 





DOLLAR BANK BUILDING 


ESTABLISHED 1867 


The Medbury-Agler Co. 


Formerly the GENERAL INSURANCE AGENCY CO. 


INSURANCE 
YOUNGSTOWN, OHIO 




















George F. Malloy 


General Insurance—Surety Bonds 


General Agents 
Hartford Accident and Indemnity Company 


144 W. Wood Street YOUNGSTOWN, OHIO 
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422 Leader-News Building 


MAXSON, PERDUE & KETCHUM 


Insurance 


All Classes of Insurance Except Life 


CGLEVELAND, OHIO 








“Engineering Service Extended to Brokerage Accounts” 


THE JAMES and MANCHESTER CO. 


CLEVELAND, OHIO 


‘‘Good Insurance”’ 








B. C. HINIG & COMPANY 


613 National City Building 


_ INSURANCE 


CLEVELAND, OHIO 











CLEVELAND—THE. CITY OF PROGRESS 


_ Local agents of Cleveland have always been staunch followers of the prin- 
ciples underlying the American Agency System. They are live men in their 
business. They are keeping in tune with the onward march of their great 
city. Count on Cleveland agents at all times to back the agency movement. 








INSURANCE 
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RICHEY-FLICKINGER CO. 


MARSHALL BUILDING, ON THE SQUARE 


CLEVELAND © 








ENGINEERING 
SERVICE 
TO 
OUT-OF-TOWN 


BROKERS 








The James B. Oswald 
Company 


HIPPODROME BUILDING 


Cleveland - - - Qhio 


Insurance of All Kinds 
Strongest Companies Represented 
Prompt Loss Settlements 











MAIN 7847 


CLEVELAND, OHIO 
1024 Guardian Bldg. 


CENTRAL 865 


Thomas M. Robbins & Son 


GENERAL AGENTS 


Our Service to Casualty Brokers in Cleveland 
During the Past Seventeen Years Has Been 
Appreciated. We Can Serve a Larger Num- 


ber of Brokers. 


May We Serve You? 


“Continental Service” 

















THE NATIONAL UNDERWRITER 
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whe CHA MPION”® 


76,000 people accidentally killed in one 
year and many times that number injured 
make Accident Insurance an im- 
portant factor in any plan for com- 
plete personal protection. 

Your success as an Insurance Agent 
depends upon the quality of “goods” 
offered your client. For you “goods” 
is “‘service,”’ and service in- 
cludes the benefits involved 
in your policy and your 
facilities for the payment of 
claims. A Missouri State 
Life Contract will enable 
you to excel in both points. 


Why You Can ‘ 
Excel 


Missouri State Life * Ac- 
cident and Health Policy 
Contracts are “up-to-the- 
minute’ embodying all 
modern developments. 
They are broad and liberal 
in the benefits offered. Write 
for a sample Champion— 
you will be surprised at the 
benefits contained in it and 
the low cost of the policy. 





























Service to Policyholders 
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Policies are written and claims paid at the point where the business originates assuring 


prompt’service to policyholders. 


Of Special Importance to the Agent 


Liberal commissions (same rate applying on renewals) are paid to Agents and Brokers 


In’addition to the personal protection offered in our Life and Accident Departments— 
under a Missouri State Life Agency contract—you are able to offer your client Group, 


and_ Group Disability Coverage. 
A Missouri State Life Contract multiplies your opportunities. 


Surplus lines, standard and substandard, handled with greatest facility for all Agents 


and Brokers. 


MISSOURI STATE LIFE 


INSURANCE COMPANY 
M. E. Singleton, President 


Life Accident Health 


Group 


Home Office, St. Louis, Mo. 








had experience or training in the insur. 
ance business. I have read and become 
reasonably familiar with the insurance 
laws of this state and with the provi- 
sions, terms and conditions of the poli- 
cies I propose to sell, and have read the 
standard form of fire insurance policy 
in its entirety, at least once within the 
last’ twelve months. I declare that [ 
am deeply interested in the business as 
a whole and in the perpetuation of the 
American agency system, and that my 
insurance business is not operated as 
incidental to that of any other business,” 


GENCY Qualification Law—Now 

that the basic principles for qualifi- 
cations as agents proposed by the 
National Association, have been for- 
mally accepted by the National Conven- 
tion of Insurance Commissioners, and 
will not be opposed by company mem- 
bers of the National Board, we feel 
assured of a forward movement in this 
direction. With only qualified men 
coming in contact with the public, it 
will mean fewer ambiguities of contract, 
greater satisfaction after loss and more 
widespread public confidence. 


' 
Ct 


ery tgeoricomey with Companies— 
It is certainly the duty of every 
member of the National Association to 
effect all the economies possible in the 
conduct of his business. This can be 
done by reducing the number of “not 
taken” policies, collecting to the last 
penny the premium due from the in- 
sured on binders, attending carefully 
and immediately to the requests of com- 
panies on underwriting matters in which 
they are directly concerned and further- 
more so to conduct your business that 
correspondence will be minimized. If, 
by such cooperation, we can elevate our 
membership another point—make the 
little emblem on our stationery a badge 
of distinction—it will be an accomplish- 
ment well worth our best attention. 


ULTIPLE Agencies—It is our be- 

lief that the multiplicity of indis- 
criminate agencies in whatever guise 
they may be established has seriously 
hurt the business and has cost the com- 
panies more than they are worth. Not 
only have multiple agencies added to the 
expense of doing business and increased 
the loss ratio, but through this develop- 
ment, the agency morale has been low- 
ered. 

Uniformity—The committee has been 
much interested in the discussion of this 
subject and believes that any plan 
removing the frequent causes of friction 
with and complaint from the public and 
putting local agents upon a competitive 
basis with powerful brokerage houses, 
should have our hearty cooperation. 


LASSIFICATION of Companies — 

Six months ago the executive com- 
mittee expressed the belief that the time 
had come when local agents, members 
of the National Association of Insur- 
ance Agents should undertake to clas- 
sify the companies they represent and 
that those companies loyally supporting 
the principles for which the National 
Association is striving and which have 
given to our business a proper value, 
should be preferred over those whose 
actions tend toward demoralization and 
the loss of public confidence. We urge 
the adoption of the idea as a principle 
in this and its affiliated associations and 
the voluntary application of that prin- 
ciple by the individual members. 

We would, of course, like to see all 
companies standing with us in the big- 
ger problems that we have undertaken 
and we would like to see all the agents 
of this country accept the responsibility 
of their position and discharge their 
obligations to the public and to the com- 
panies. Unfortunately the ranks are 
not solid in either case and, therefore, tt 
becomes essential that we draw the line 
of demarcation as best we can between 
the companies and we should, in some 
way, distinguish ourselves in the minds 
of the public and insurance companies 
from the multitude of so-called agents 
who know very little about the isuf- 
ance business and seem to care less. 
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W. A. ALEXANDER & CO. 


General Agents 


The Fidelity & Casualty 
Co. of New York 


134 SOUTH LA SALLE STREET 
Chicago :: Illinois 


Security—Stability—Service 


CONKLING, PRICE & WEBB 
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Casualty 
Insurance 


Surety Bonds 


THE PREMIER CASUALTY AND SURETY 
AGENCY OF THE WEST 

















Experts on hand in all branches of the business to work out 
and put through your propositions equitably to insured and 
insurer. Correspondence with insurance agents solicited. 


Service—Stability— Security 
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- THE EMPLOYERS’ LIABILITY 
_ ASSURANCE CORPORATION, LTD. 


of London, England 
SAMUEL APPLETON, United States Manager 
Boston, Mass. 


Casualty and sure- Five big casualty 


ty business present and surety offices 


a larger and bigger 
opportunity to the 


that are serving 
satisfactorily many 
local of fices in IIli- 


nois and adjacent 


insurance agent 


ULL 


Accident and Health, Burglary Employers’ Liability, 
Fidelity and Surety, Plate Glass, Steam Boiler, Fly 
Wheel, Workmen’s Compensation, Automobile, Liabili- 
ty, Property Damage and Collision, and all forms 
of Public Liability Insurance. 


McMULLAN & DOUAIRE 


Managers of Illinois Department 


Insurance Exchange Bldg., Chicago 
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= Chas. H. Burras, President 
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We Will Bond You 


_ UNITED STATES FIDELITY & 
GUARANTY COMPANY 


Chicago Branch Office: 
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General Agents 





National Surety 
Company 


NL 


601-630 Corn Exchange Bank Bldg. 


134 South La Salle Street 
Telephone Franklin 3600 


Casualty and Fire Insurance in all 
its branches written by this agency 


LARGEST SURETY BOND 
AGENCY IN THE WORLD 
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The Secretary's 
BY WALTER 


HE National Association of Insur- 

ance Agents is bigger, better, 

broader and more respected today 
than ever in its history. 

We entered the year amidst a pyro- 
technic display furnished by the notable, 
if not notorious, Sam Untermyer of New 
York City, who was pounding at the 
gates of insurance, demanding admit- 
tance and breathing out threatenings 
and vengeance against all who did not 
acquiesce in his demagoguery. 

The gates of the citadel did not fall 
down. The business did not capitulate. 
It still survives as it will continue to 
function in the face of all similar at- 
tacks, world without end. 

Remembering the adage that there is 
some good in everything, we find good 
even in the Untermyer attacks, They 
convinced the leaders in the business of 
the importance of getting reliable and 
definite information about insurance to 
the public, and thus bring about the 


elimination of the prejudices there 
lodged. 
We all know, however, that these 


prejudices are largely the result of mis- 
information, or the lack of knowledge 
concerning the intricacies of the busi- 
ness. Recognizing this, we instantly see 
the need of corrective forces. It is now 
the general belief that the local agent is 
the logical avenue through which must 
flow the information that will remove 
whatever unfavorable ideas remain in 
the mind of the public against our busi- 


ness. I am violating no confidence when 
I say that those high in authority 
amongst company executives, now rec- 


ognize this because of the direct and in- 
stant touch which you have with the 
public. 


pend in the fiscal year we gave 
considerable attention to certain 
“doings” in Congress. The Fitzgerald 
monopolistic workmen’s compensation 
bill was there pending. The state fund 
adherents were pressing it from every 
hand. The National Association gave 
active support in opposition to the 
measure, and the session adjourned 





Annual Report 
H. BENNETT 


without the House of Kepresentatives, 
in which the bill originated, having had 
an opportunity of discussing it. 

Early in the session another equally 
vicious measure was thrown into the 
Congressional hopper and labeled the 
“Kenyon-McFadden Rural Credit and 
Multiple Insurance Bill.” It was backed 
and supported by the “Agricultural 
Bloc,” a powerful farm organization at- 
tempting to influence legislation in favor 
of the “poor downtrodden agricultural- 
ists.” This bill attempts to put the gov- 
ernment definitely into the insurance 
business and establish a precedent which 
might ultimately lead to universal state 
insurance, 

The National Association is working 
for the benefit of the entire insurance 
fraternity when it opposes measures of 
this kind. 


URING the year we all have been 
much interested in an agency quali- 
fication measure. A year ago you gave 
your unanimous approval to a proposed 
uniform bill. It was the joint work of 
committees from your association, the 
National Board and the Insurance Com- 
missiofers Convention. Last month the 
committee on laws and legislation of 
the insurance commissioners suggested 
certain minor changes in verbiage, and 
gave it their official approbation. 
It therefore appears that the way is 
now open for strong support in advanc- 
this law. 


ing The indiscriminate ap- 
pointing of unqualified agents—which 
still continues to be the pastime of 


some companies—is one of the strongest 
reasons for the adoption of this wise and 
wholesome measure. 


NE of the disquieting developments 

of the year concerned a new plan to 
separate the agent from some of his 
commissions in the automobile business. 
At the Los Angeles convention we gave 
some attention to automobile clubs 
operating a reciprocal form of insurance 
on the side, either directly with the sec- 
retary of the club as the attorney-in- 
fact, or in conjunction with reciprocals 


already functioning. But the 
scheme was somewhat different. 

The National Automobile Dealers’ 
Association, with headquarters in St. 
Louis, conceived the idea of selecting 
one thousand of the preferred automo- 
bile dealers of the country, and offering 
to them full coverage at a substantial 
reduction in the establish rates. It 
afterward turned out that the general 
manager of this National Dealers’ As- 
sociation was a St. Louis broker. The 
plan was to induce a reputable stock 
fire insurance company, and.a like cas- 
ualty company to furnish the indemnity 
at a reduced rate on the ground that the 
clientele were preferred and _ selected 
risks, and per se the loss ratio on these 
one thousand members would fall below 
the average. It was a specious plea and 
the framework for additional discord 
and more lack of uniformity. 


new 


F reputable insurance companies are 

to be led into schemes of this nature 
by reason of greed for premium income, 
we may reasonably expect the first-class, 
orthodox, ethical agents of the country 
who represent companies so departing 
from good practices, to resent these 
operations. No company can do busi- 
ness along ethical and proper lines in 
one part of the‘country and disregard 
them in another—keep the faith in some 
things and violate it in others—and ex- 
pect to hold the high regard and opin- 
ion of those in the business who stand 
four-square. 


HILE I am on this subject of uni- 

formity, you will be interested in 
knowing that it was the predominating 
issue in the last insurance commission- 
ers’ convention. 

The insurance commissioners in their 
St. Louis meeting, last May, resolved 
that a plan should be worked out for 
greater uniformity in some of the prac- 
tices in the business. Then started a 
discussion from coast to coast and from 
the Great Lakes to the Gulf, speculating 
upon what the commissioners were try- 
ing to do. There was a strong current 
tending to the conclusion that they had 
in mind the reduction of agents’ com- 
missions. After the six months’ period 
of excitement had run its course, and 
these officials again gathered in their 
annual convention at Swampscott, the 


proposition that was advanced by Col. 
Button of Virginia, the chairman of the 
fire prevention committee of that body, 
was for “the establishment of a bureay 
whose jurisdiction shall be national and 
which shall assume supervision over fire 
insurance rates, forms and practices.” 
This gave recognition to the fact that 
the supervising state officials are not 
worried over the reasonable compensa- 
tion that flows to the great body of pro- 
ducing agents whose services are worthy 
of the remuneration they receive. On 
the contrary, efforts are rather to be di- 
rected toward securing uniformity in 
practices that tend toward demoraliza- 
tion and produce consequent increase in 
the expense of the business. 


URING the year company activity 
took a new and advanced turn. It 

started when the president of the West- 
ern Union stated: “It does not seem to 
me that we have done our full duty 
towards the association of agents in that 
we have not provided some standing 
committee of conference. We cannot ex- 
pect full cooperation without full under- 
standing, nor can we obtain the best 
results without confidence in the sin- 
cerity of both company and agent.” 

Following this signal pronouncement, 
the Western Bureau advocated the same 
cooperative principle. This action has 
furnished a very distinctive milestone 
along the insurance highway, and will 
result in great value to ‘all of us. 

Perhaps the most important single 
step taken during the past year in or- 
ganized agency movement is the ques- 
tion of qualification for membership. 


E are undertaking to raise the 

standard of the insurance agent by 
asking state legislatures to pass qualifi- 
cation laws in order that the ignorant 
and incompetent may be prevented from 
securing licenses. The query now arises 
as to whether the National Association 
can afford to require less of its members 
than we are asking the lawmaking bod- 
ies of the respective states to require of 
agents generally. 

Isn’t it rather incongruous to ask the 
legislature of any state to pass a law 
which requires agents to possess certain 
qualifications before the insurance com- 
missioner can issue to them a license, 
and at the same time receive into mem- 








| 
We | 
Offer i} 


Advantages 


in | 


W orkmen’s 


Representing 


Established 1899 





Compensation || 
anda 
Automobile 





MEEKER-MAGNER CO. 


INSURANCE EXCHANGE, CHICAGO, ILLINOIS | 


The General Accident 
| Potomac Insurance Co. 
| Phones Wapasn s55 | National Fire of Hartford = 9 v7 
| 
| 


SUPER SERVICE. 


Accident 
and 


Hl 
l Health 
| 


| 
| 
| Personal 
| 
| 


Property 


Liability 




















JOHN C. PAIGE & COMPANY 


66 KILBY STREET, BOSTON 115 BROADWAY, NEW YORK | 


GENERAL AGENTS 


ALL LINES WRITTEN 
AND BROKERS’ ACCOUNTS SOLICITED 


ESTABLISHED FORTY-FIVE YEARS 





SUPERIOR SERVICE 
































i 
& 
& 
e 
































October 6, 1922 


cl 








AGENTS’ CONVENTION NUMBER 








fu 











Colorado Wyoming New Mexico Utah Kansas 
E. J. MILLER, General Agent 
Insurance 
311 Gas and Electric Bldg. Denver, Colorado 
Fire Hail Automobile Casualty . 








Greetings from Denver 


The local agents of Denver are striving to uphold the worthy principles of the 
National Association. They have kept apace with the times and are continually 
striving to better the insurance services that they offer. The local agents of 
Denver are well equipped to handle any insurance proposition. 
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“As Solid as the Rockies’’ 
The Thos. F. Daly 


4 7 The Federal 
centy ee Fire and Marine Insurance Co. 


of Denver, Colorado 
J. A. RICE, Secretary-Manager 


Fire, Automobile, Tornado, and Hail Insurance 
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New Mexico, Utah 











Box 1200 Denver Tel. M. 451 
The A. W. Payne, Jr., Agency Co., Inc. 
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bership in our associations the very 
persons we are seeking to eliminate 
from the business by a qualification 
law? Are we ready to declare that 
membership in a local board and in a 
state ‘and national association should be 
composed only of agents who possess 
qualifications equal to those required 
before they shall receive authority from 
the state to transact an agent’s business? 


E have finished the first year’s 

work under the operation of the 
new financial plan. In a word the plan 
contemplates the allocation of the oper- 
ating expenses of the National Associa- 
tion to the respective state associations 
according to their membership and in- 
come from dues. In former years your 
executive committee was considerably 
embarrassed by our inadequate financ- 
ing. 

We began the year with the new plan 
in full operation, and closed not only 
without a deficit, but with a consider- 
able balance on hand. The treasurer’s 
report will show the itemized receipts 
and disbursements for the year, with all 
bills paid and $10,000 on hand with 
which to start the new year’s work. 
This balance was anticipated by the 
finance and executive committees in 
making up the budget for the new year’s 
work, and resulted in a reduction in the 
allocation from 25 per cent of the in- 
come from dues made last year, to 16% 
percent this year. 


E have lost and gained a state as- 

sociation since our last annual 
meeting. The Washington association 
with some 400 members has ceased to 
function—temporarily at least. The 
Pennsylvania association has come into 
the union with 300 enthusiastic, inter- 
ested members who declare that before 
another year they will lead in numbers. 
We have gained 955 members in 16 of 
the associations, and lost 786 in 20 asso- 
ciations, making a net gain of 169. 


The largest gain in members has been 
obtained by the Minnesota association, 
which has added 200 members to its 
roster during the year, and now has a 
total of 631, the largest membership of 
any state association unit. 

The President’s Cup, designed to be 
awarded at each national convention to 
the state adding to its membership the 
largest per cent of increases for the fis- 
cal year, has been won by the state of 
Michigan. This because the increase 


there has been 56 percent as against 46 
percent in Minnesota. 

The advance which the National As- 
sociation has made during the past year; 
the problems which have been solved; 
the difficulties which have been over- 
come; the principles which have been 
established; the tasks which have been 
performed; and the results which have 
been accomplished, have not been easy 
of attainment. They have required much 
thought and close attention. 


Picturesque Scene Presented 
As Convention Opens Sessions 


HE opening session of the annual 
"T convention of the National Asso- 

ciation of Insurance Agents is 
always picturesque. Welcomes are to 
be given, response to the greeting, the 
orchestra plays before the formal open- 
ing, greetings are exchanged as people 
take their seats, the flag stretches over 
the rostrum, the distinguished gentle- 
men to tell about the greatness of their 
city and state are escorted to the front, 
the officers take their seats, the news- 
paper reporters seek their tables and 
sharpen their pencils. The president 
pounds the gavel and they’re off. 


RESIDENT James L. Case, immac- 

ulately groomed, fervent and sincere, 
is at home presiding over a big conven- 
tion. He has visited many associations, 
has presented the cause with dignity 
and force. The agents are back of him 
and believe in his integrity and ability. 
Mr. Case is one of the most distin- 
guished presidents that ever was head of 
the organization. 

Rev. J. Ellsworth Coombs of the 
Christian Church of Hot Springs, 
spoke the invocation. 

Mayor H. A. Jones of Hot Springs 
extended the welcome for that city. 


Charles H. Brough, ex-governor of 
Arkansas, spoke for the state. He is an 
enthusiastic citizen of his state. Arkan- 
sas is truly “the wonder state,” as was 
revealed by the governor in reciting the 
resources of the commonwealth. He 
said that Arkansas is the only state 
mentioned in the Bible, proving it by 
saying “Noah looked out of the Ark 
and saw.” Mr. Brough called attention 
to the fact that Arkansas has the only 
diamond mine in the United States. It 
is near Murphysboro and has produced 
100 stones . Amonk the chief products 
of Arkansas, he said, are E. M. Allen, 
of Helena, and Fred. W. Offenhauser 
of Texarkana, both ex-presidents of the 
National Association. He put the 1921 
fire and tornado premiums at $800,000,- 
000 and the amount of such insurance 
in force is between eighty and one hun- 
dred billions. 


RAIG Belk of Houston, Texas, 

member of the national executive 
committee, responded to the welcome 
in his own gracious manner. W. F. 
Stahl of Tulsa, Okla., regional vice- 
president, who was to have made the 
response, found it impossible to be 
present. 


President Case read his address and it 
met with cordial approval. 

A. G. Chapman, the big-powered, 
brainy and brilliant chairman of the ex. 
ecutive committee, gave his report, a 
very important document. 

Secretary W. H. Bennett is Proving 
the right man in the right place. His 
administration of national headquarters 
has been signally successful. He jg 
diplomatic and resourceful. His report 
showed $10,000 with which to start the 
new year. The net gain in membership 
last year was 169. Washington has dis. 
banded its state association. Pennsyl. 
vania organized an association during 
the year. The gain in membership has 
been very light. 


LENN H. Johnson, N. Y., in pre. 

senting the report of the finance 
committee, said that the state associa. 
tions pay too little attention to their 
finances. 

J. B. Duckworth of Tuscaloosa, Ala, 
presented the report of a membership 
committee and recommended that a na- 
tional membership campaign be inaugu. 
rated at once. 

A. L. Clemons of Cincinnati, chair. 
man of the legislative committee, was 
not present but sent his report saying 
that there was little need for the com. 
mittee during the year, but it carried on 
a vigorous compaign of protest against 
the Fitzgerald monopolistic workmen's 
compensation bill in Congress. 

Clyde Smith of Lansing, Mich., chair. 
man of the grievance committee, said 
that evidently very few knew of the ex- 
istance of his committee, as it had had 
very few demands on it or grievances 
were settled by the state associations 
themselves. 

Thomas C. Moffatt of Newark, N. J, 
chairman of the casualty committee, re- 
viewed the work of that committee dur- 
ing the year. 

A telegram of greetings was read 
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Western Department 
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Greetings 
From Toledo 


OLEDO, Ohio, 
agents have always 
stood for the best 
Insurance practices. 
They are proud of 
the business in 


which they are en-- 


gaged. They be- 
lieve in the agency 
association move- 
ment and are sup- 
porting it. 
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from Fred J. Cox of Perth Amboy, N. 
J., former president, who was unable to 
be present. 

A telegram was read from the Louis- 
ville Board, extending good wishes and 
inviting the association to hold its con- 
vention in that city at any time. The 
California association sent a telegram 
of greetings and expressed its good will. 


RESIDENT Case gave the con- 

ventioners a sharp slap on the wrist 
because they were slow in getting in at 
the beginning of the sessions. He 
asked for 10 volunteers to go to the 
lobby and gather in the delegates. 

T. A. Fleming of the National Board 
told something of the work that -was 
done preparatory to “Fire Prevention 
Wee.” He said Chairman Catlin of 
the fire prevention committee had done 
yeoman’s service in this great work. 

Mr. Wallou of Kansas City suggested 
that the casualty men get back of acci- 
dent prevention in the same way that 
the fire people have in fire prevention. 

J. T. Catlin of Virginia, chairman of 
the fire prevention committee, received 
an ovation as he came forward to read 
his report. He has devoted practically 
all his time for the last few weeks to 
fire prevention work. 

E. B. Dunning of Duluth, regional 
vice-president, gave the first set address 
of the day, his subject being “The 
Needs of the Hour.” He is a studious 
man and a keen analyst. He made a 
fine impression. Mr. Dunning believes 
that the insurance men themselves 
should increase their efficiency from the 
inside instead of by statute. He would 
require a year’s apprenticeship in a 
local agency before a license could be 
granted. Mr. Dunning asserted that 
some real educational work is needed. 

President Case asked all the agents 
to rise in expression of appreciation of 
the presence of the company executives. 


Western Manager John F. Stafford of 
the Sun and Mrs. Stafford were in at- 
tendance at the convention. 


Giberson’s Talk on Acquisition 
Cost Attracts Much Attention 


gional vice-president of the Na- 

® tional association and president of 
the Illinois association, gave an address 
Thursday afternoon that created wide 
attention. He asked why the govern- 
ment authorities are so inquisitive as 
to the expense of conducting the insur- 
ance business and do not analyze the 
situation in other lines where the pec- 
ple spend far more money than they da 
in insurance. Be that as it may. He 
said the acquisition vost is a prominent 


J A. GIBERSON of Alton, IIL, re- 


question before the people and _ the 
agents must justify the commissions 
paid them. Mr. Giberson said that 


there are some practices that might be 
changed and some things done that 
would tend to relieve the situation. He 
advocated an equitable agents qualifica- 
tion law, elimination of underwriters 
agencies, having one organization fos 
all companies in the united States and 
doing away with sectional organiza- 
tions; elimination of brokers from the 
payroll of companies and make them 
either agents or make them secure their 
compensation from the insured, en- 
couraging the establishing of exclusive 
agencies: 


R. GIBERSON said that in his own 

agency his average commission on 
all lines in 1920 was 20.2 percent; in 
1921, 19.6 percent; in 1922, 19.4 percent. 
His average commission on fire and 
tornado during the same period was 17.8 
percent, 18.7 percent and 19.4 percent 
respectively. About 60 percent of his 
business is casualty. The average com- 
mission to local agents for 1921 all over 
the country was 22.4 percent, in 1901 it 
Was 20.25 percent. Mr. Giberson came 
out for flat commission of 17.5 percent 
on all classes of fire insurance with a 


contingent. He said the higher commis- 
sion on preferred business breeds side- 
liners, much to the detriment of the 
agents. 

R. GIBERSON said that fleet or 

subsidiary companies are not in 
the same class as underwriters agencies 
and should not be so regarded. He feels 
that every agent should do everything 
in his power to get on a sole agency 
basis. He feels that there should be 
one stock company organization with 
no mutuals in it. Mr. Giberson said 
there was no excuse for a company to 
operate on an ethical basis in one terri- 
tory and not in another. He said the 
broker in a small city is nothing but a 
parasite. He deplored the fact that the 
companies are appointing more and 
more side-line agents who get the same 
commissions as the regular agents. He 
advised that a company should not pay 
any more than a flat 10 percent to an 
agent producing less than $500 in pre- 
miums a year and 5 percent to those 
producing between $500 and $1,000 a 
year. 


E said there was no justification for 
an agent in St. Louis, Chicago, 
West Virginia, or elsewhere to be paid 
a higher commission than that agreed 
upon for the whole country. The big 
city agent pays more for office rent and 
other expenses but his volume of busi- 
ness is greater and his percentage of 
expense is no greater than that of the 
small city agent. If brokers were cut 
down in number in the large cities much 
business going to them would gravitate 
to the agents. 
One form of expense that has greatly 
increased is that of fees and taxes, 
which has gone up two and a half times 


in recent years. He said that it is up 
to the insurance commissioners to get 
this item cut down. The states collect 
hundreds of thousands of dollars over 
and above the cost of supervision. The 
legitimate insurance agent is a creator 
of business and renders a great insyr. 
ance business to his clients and the 
community. He takes an active part jp 
all civic affairs, handles many small loss 
adjustments and encourages the jm. 
provement of property in order that his 
clients may get a lower rate. He saiq 
that the companies and states should 
encourage the whole-time agent. 


Registration Fee Charged 
This year the executive committee of 
the National Association decided to 
charge a registration fee in order to pro- 
vide funds to meet partly, at least, local 
entertainment expenses, and thus, not 
throwing the entire burden on the local 
agents where the convention is held, 
President Case announced that this 
would undoubtedly be a fixed policy so 
that visiting insurance men could help 
defray the convention expense. 





Chicago’s Delegation 


Chicago sent a very strong local 
agency delegation for the first time in 
years. The big city is getting up some 
agency association steam. The Chicago 
delegates were Nathan Klee, Fred W., 
Moore, J. Brummel, Lyman YM, 
Drake, and P. B. Hosmer. 


Committee Chairman 


Kennon V. Rothschild, of St. Paul, 
Minn., was appointed chairman of the 
resolutions committee and Eugene 
Beach of Syracuse, N. Y., was appointed 
chairman of the nominating committee. 


E. M. Allen of Helena organized the 
Hot Springs Rotarians into a reception 
committee. The visiting Rotarians met 
the Arkansas members of that organiza- 
tion Wednesday at luncheon. 














Fire 

Theft 
Transportation 
Collision 

Tornado 

Use & Occupancy 


Marine 














Time- Tested 


The Hanover Fire Insurance Company is a time-tested institution. 
It has operated in the field for sixty-nine years, with ever-increasing satis- 


faction to its agents. 


Progressive Yet Conservative 


Not a contradictory statement, but a fact proved by more than half a 


century of business life. 


The Hanover Fire 


Insurance Co., New York City 


R. EMORY WARFIELD 
President 


FRED A. HUBBARD 
Vice-President 


CHAS. W. HIGLEY 
Vice-President 


E. S. JARVIS 


WM. MORRISON 


Secretary Asst. Secretary 











Western Department 





Charles W. Higley, General Agent 
Montgomery Clark, Asst. General Agent 


CHICAGO 


Pacific Coast Department 





Selbach and Deans, General Agents 
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THE WARE AGENCY 


Second Floor Phoenix Bldg. 
FIRE—AUTOMOBILE—CASUALTY LINES 


We Invite Inquiries on Specialty Lines Including, Jewelers’, Salesmen’s Samples, Tourists’ Floater, 
Personal Jewelry, Personal Furs, Radium, Musical Instruments, Paintings, Live Stock, Which We 


Cover Under Liberal Floater Forms at Lowest Rates. 


Minneapolis, Minn. 


























Chas. W. Sexton 
Company 


we 


The Big 
Northwestern 
Agency 


SNe 


McKnight Building 




















F. H. Wagner 
Agency 


56 Years’ Experience in 


INSURANCE 


ALL LINES 


529-534 Plymouth Building 
Minneapolis, Minn. 


Always Count 


—on— 


Minneapolis 


Minneapolis local agents have 
always shown a fine spirit of 
loyalty to the National Agency 
Association. They are for it 
every day in the week. You 
can bank on the Minneapolis 
agents atalltimes. When you 
visit our city we want you to 
call and inspect our offices. 
We extend always a cordial 
and hospitable hand. 











Brugger-Kronzer 
& Company 


Solicits Your 


MINNESOTA, NORTH and 
SO. DAKOTA ACCOUNTS 


SPECIALIZED 
DEPARTMENTAL 
SERVICE 


Casualty—Fire—Bond— Marine 
322-28 McKnight Building 
Minneapolis,Minn, 


NOTE—Local Agents, write 
us regarding Agency. 












































Esterly-Hoppin Company 
INSURORS 


1024-1025 Plymouth Bldg. 
MINNEAPOLIS 


Members of all National, State and Local Associations 























Ridgaway, Wood 
& Company 


Surety Bonds 


Casualty Insurance 


State Agents 
Fidelity & Deposit Co. 
U. S. Casualty Co. 


McKnight Bldg., Minneapolis 


























D. H. Evans Company 


Established 25 Years 


GENERAL INSURANCE 








308-311 Andrus Bldg. 


Minneapolis, Minn. 

















Twin City Insurance Agency, Inc. 
FIRE—CASUALTY—SURETY BONDS 


State Agents 


STANDARD ACCIDENT INS. CO. 
1010 Builders Exchange Bldg. 


Minneapolis, Minn. 
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Use Our Surplus Line Capacity 


| Local agents can find ample capacity and attentive 
service for handling their excess lines in our Surplus 
Line Department. 


Our country-wide organization enables us to offer you 
| exceptional service for handling insurance on lines you 
| control in the several cities in which we maintain offices. 


MARSH & McLENNAN 


Insurance In All Its Branches 


| INSURANCE EXCHANGE, CHICAGO 
| 
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| You Want the Best— We Furnish It 
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HOT FIGHT ON ANNEXES 
(CONTINUED FROM PAGE 3) 


must co-operate with the west to force the 
companies into line. W. B. Housel of 
Birmingham, Ala., said the two agency 
rules might work in large cities but in 
small points it simply created a lot of 
superfluous agents. 


RED B. AYER of Cleveland said that 

in asking for a vote on Wednesday to 
get the number of agents who represented 
annexes he desired to see whether the 
members of the association were sincere 
in their wish to eliminate Underwriters 
agencies. Inasmuch as 50 percent of 
those present acknowledged that they 
represent annexes it shows a division of 
opinion. He said the national association 
represents about 80 percent of the prem- 
iums written by agents. If the agents 
will therefore refuse to represent Under- 
writers the companies will be compelled 
to give them up. 

At the afternoon session Thursday Col, 
Walker Taylor of Wilmington, N. C, 
said the Underwriters issue centers about 
the New York Underwriters. If some 
plan could be worked out for it the ques- 
tion would be adjusted. Col. Taylor's 
motion to refer that it be given special 
consideration in conference with compan- 
ies, prevailed. 


Aetna Life Exhibit 


The Aetna Life and associated com- 
panies had the largest exhibit in the 
hotel with an electrical device outside 
the entrance that attracted considerable 
attention. Those in charge were S. F. 
Withe of Hartford, assistant director of 
publicity; C. G. Hallowell, assistant 
superintendent of agencies; Norman 
Stevens, secretary Aetna Casualty; 
Ralph B. Reese, manager at New 
Orleans; Gordon Campbell, _ special 
agent at Little Rock, and E. B. Dun- 
ning special agent at Duluth. 


J. V. Barry, fourth vice-president of 
the Metropolitan Life, and convention- 
aire extraordinary arrived on the scene 
Thursday, having accompanied the Chi- 
cago contingent. 
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The Sign of Good Casualty Insurance 





ESTABLISHED 18698 
ESTABLISHED IN UNITED STATES 1882 


LONDON GUARANTEE & ACCIDENT COMPANY, LTD. 


Of London, England 


GENTS representing the 

London Guarantee’ & Acci- 

dent realize that they have many 
distinct advantages. 


They are absolutely protected 
in all their rights. 


They have the sole representation 
in their community. 


They have the benefit of the 
entire facilities of the company, 
thus being able to furnish assured 


Head Office -134 So. La Salle St., Chicago 


WNZUING 

















and claimants with satisfactory 
service. 


They represent a company whose 
financial standing is impregnable, 
whose experience extends over a 
long period. 


The “‘London” has been tested 
and tried by many contingencies. 
It has gathered vast strength 
through years of operation. 


The “London” has become 
known in the insurance world as 
the company of ‘‘Super-service.”’ 


F. W. Lawson, General Manager 
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